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Hoeing a Straight Row 


If you would have assurances of the 
fact that the Central Life of Illinois is 
a helpful company to men who are 
hoeing a straight row of progress you 
will find it in the success of the com- 
pany’s steadily increasing agency force 
and the persistence with which the men 
hold to their connections. 


They find the company admirably suited 
to their requirements. It furnishes them 
with clean cut policies and backs them 
generously in their work of selling on 
a permanent basis. It recognizes the 
fact that an agent’s interest lies more 
in building up a regular income from 


yearly payments than in simply working 
for first commissions. 


To help them secure this regular income 
the company bends every effort to keep 
its policyholders satisfied and apprecia- 
tive of the value of plain, nothing-but- 
insurance policies Gedios by a com- 
pany of undisputed integrity. 


Because its enterprising spirit is im- 
pelling the company to develop rapidly 
the vast opportunities before it, it offers 
a promising future to men who want 
to hoe a straight row. 


OTTAWA, ILLINOIS 
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OPPORTUNITIES 


Alabama Iowa Mississippi Ohio 

Georgia Kentucky Missouri Pennsylvania 
Illinois Maryland Nebraska Tennessee 
Indiana Michigan North Carolina West Virginia 





with 


‘The Michigan Mutual Life 
Insurance Company 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEORGE B. McGILL, Supt. of Agencies 


105 West Jefferson Ave., Detroit 






for agents who can effectively use 
the company’s able co-operation in 
selling insurance backed by— 


SIZE STRENGTH 












Rates that Satisfy 
Acceptable Policies 
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New Departure of the National 


Underwriter’s Life Insur- 


ance Service 


ABNER THORP EXPLAINS 


Instruction Material to Be Used Can 


Be Found in the Diamond 


Life Bul: tins 


Abner Thorp, Jr., superintendent of 


Service” depart- 
NDERWRITER, 
ivention of the 
the pub- 
that 


Bulletins” 


insurance 
Tue NationaAL U 
col 
forces of 


sditori . | 
editorial and sales 


week in Chicago 





hrough the “Diamond Life 


1e will send out this month a complete 
111 instructions for hold- 


Mr. 


mple plan that 


y meetings. Thorp has 
' : 
worked out a practical, sl 


general agents can use in educating, de- 


veloping and inspiring their men 
through the medium of the agency con- 
ference. ‘There will be a systematic 


llowed based on the material 
“Diamond Lite 


progral Ik 


that can be found in the 


Bull etl ‘ 

In mai ny cases general agents find it 
dificult to interest their men in these 
agency meetings because they are con- 


ducted on a hit or miss plan without any 
definite line of procedure. Mr. Thorp 
stated ihat through this program a 
general agent will be able to give a 
series of 25 mectings, each one devoted 
to a subject of l interest to the men 

rrying t rate bool it an agent is 
so situated that he cannot attend the 
meetings, being in a detached territory 
he can use the program and hold a 
meeting with himself to speak. In 
other words, he can follow the instruc- 
tions that Mr. Thorp lays down, work 
through the material in the “Diamond 


” and at the end of the 25 


will find that he has 
steps in knowledge 


Life Bulletins 
conferences, he 
advanced several 
and capacity. 
Agents 


Training General 


Thorp declares that one of the 
before companies today is 
how to train their general agents to 
educate their own sub-agents properly. 
A company may get out a program of 
education and the general agents may. 
not know how to apply it. ‘This is not 
at all surprising. Mr. Thorp called at- 
tention to the tact that almost all gen- 


Mr. 
problems 


eral agents graduate out of the solicit- 
ing branch. ‘They have not had ex- 
perience in executive and administrative 


work. They have not been schooled in 
the training of agents. They enter on 
their new duties and find that they are 


confronted with demands which they 
have not anticipated. Many of them 
fail in handling and educating men 
well because they do not know how. 

Mr. Thorp in speaking of the new 
plans said: “It will be the mission of 
the ‘Diamond Life Bulletin Service’ to 


enable any man to hold agency meet- 
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GREETINGS FROM THE PRESIDENT 


RESIDENT JOHN L. SHUFF of 

tl National Association of Life 

Underwriters, issues the following 
New Year’s message to Life Under- 
writers Association members: 

I am happy to extend my most sin- 
cere New Year’s greetings and best 
wishes for a successful year. 

I regret that circumstances have pre- 
vented my starting a campaign for in- 
creased membership and, also, where 
necessary and possible for new asso- 


ciation 
It is — as necessary for new blood 
life and enthusiasm for 


to create new 

our organizations and work, as blood 
is to the human body. Hence we are 
going to decline unless we progress. 
rherefore to stabilize our work it is 
ecessary that the existing organiza- 


tions make a fight for new members in 
order to sustain our parent association, 
has 


and I trust that your association 
planned for such a canvass. 
Production Must Be Increased 
In trying to analyze the situation 
as to production for the coming year 


for the agent, I have concluded—and 
this conclusion is made by careful an- 
alysis of experience and observation— 
that the agents in the field through the 
experience of the past year during our 
reconstruction ate have learned that 
t requires a knowledge of business and 


It 
real salesmanship to get results. Fur- 
thermore, America is all right, but 


everybody is waiting on the other fel- 
low to put in more hours and we are 
not individually living up to our respon- 
sibilities. Production in every line must 
be increased by the individual to make 
up for the slack and loss in many who 
have not gotten back to normal, and 
work alone is our solution, hence my 
appeal for a closer cooperation between 
all agents for our organizations. 

president has been compli- 
the privilege of addressing 
the American Life Convention at In- 
dianapolis ‘and also the Association of 
Life Insurance Presidents in New York; 
and in your behalf I thanked them for 


Y our 
mented by 


their cordial reception of my appeal. If | 








JOHN L, SHUFF 


National Association 
Underwriters 


President of Life 


there are any agents who will advise me 
of their company’s indifference, I will 


endeavor to secure the company’s sup- | 





port, as I have not encountered antag- | 


onism but much encouragement from 


the officers of all the companies. 


Will Start on Coast Trip 


About the first of February I hope 
to start through the southwest and 
west to California and back, stopping in 
aS many points as possible that desire 
a day sales congress and in all probabil- 
ity in March and April I will take in 
the eastern and southeastern 

Your having a Sales Congress is your 
decision and I shall be complimented, 
if possible, to be present; 
own program and secure 
speakers, if possible from 
territory. 


your own 
your own 








ings and educate his men simply by 
following instructions. The material 
to be used is all contained in the ‘Dia- 
Bulletins.’ The beauty of 
this program for agency 
that it is elastic. It is not 
to hold a meeting a week. 
eral agent can decide how 
wants these meetings held. 
that out of the material that he is pro- 
viding, he can enable his men to go 
out and sell more business, bot he and 
the agents will think that the time spent 
is well worth while. We want to help 
th e general agent to conduct his agency 
reetings systematically and effectively. 
li he do this his men will have 
much confidence in him. 


mond Life 


The gen- 
often he 


can 
more 
Anticipate Company Wants 


“We have anticipated the wants of 
companies. We realize the fact 
that much has been done in educating 
the sub-agent, 
in educating the general agent. 
aiming to help the general agent solve | 
some of his problems. In using this | 


the 


program for meetings, he will not only ‘ tically all of the active 


meetings is | 
necessary | 


If he finds | 


| plan of 


but little is being done | 
We are | 


be able to have successful meetings but 
he will find that he himself has in- 
creased his capacity and power. 
“Through the medium of this pro- 
gram the general agent having country 
territory and not able to get his men 
together very often, can use the sug- 
gestions in a way that will enable his 
agents to secure the material from the 
‘Diamond Life Bulletin’ that will best 
fit them for the peculiar task in front 
of them. I found that many agency 
meetings are failures simply because 


territory. | 


but make your | 


the general agent or the man in charge | 


does not know just how to conduct 
them. 
programs. He is not a teacher. This 
ours will enable the general 
agent to become an instructor.” 


Continental’s Convention 


The Continental Life of Wilmington, 


Del., will hold its annual agency con- 
vention at the home office Jan. 9-11. 
This convention comprises the per- 
sonnel of the company including prac- 


producers. 


He is not skilled in making out | 


WON WAWRAIIdD 
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hee REN TET 
BIG YEAR AHEAD FOR 

BUSINESS INSURANCE 


General Business Conditions and 
Recent 


bine to Give Impetus 


Tax Changes Com- 


RECENT FAILURES AID SALE 


Endless Field of Prospects Especially 
Among Small Corporations 
and Partnerships 


With the opening of the New Year 
] > ] 1 
1922, liie underwriters who have spe- 
lized or it 1 to specialize in busi- 
ness insurance see ahead of them the 
greatest year in the history of this 
branch of insurance. Business insur- 
ince has been upon a steady increase 
through the past and now general busi- 
ness conditions, combined with the fed- 
eral tax changes, are of sufficient im- 
port to make an unprecedented boom 
in this line. Business insurance has al- 
ready gained a position of distinction 
among the special departments of life 
insurance offices, but there is a still 
greater place of achievement for it. 
Tax Obstacle Removed 
During the past year, business insur- 
ance agents have met with one ob- 
stacle in the ruling that corporations 
must pay income tax on the proceeds 
of life insurance carried by officers of 
the company. This has been a burden 
i - 
on the tew companies which have al- 
ready become beneficiaries under thei 
policies. Ihe business, however, is 
| still young and few maturities devel- 
| oped during this taxable period. The 
tax feature was not widely known to 
business men. It has been true that 
the business executives as a rule did 
not know the exact status of the tax 


insurance. That did not enter into 
the selling approach to any great ex- 
tent, but in those cases in which it was 
brought in it was one of the great de- 
terrent factors in making sales. The 
experienced business insurance sales- 
men of course, had an intuition that 
the change in the federal law would be 
n and that the tax requirement was 
merely a temporary condition. They 


on 


lad¢ 


believed and the business executives in 
many cases believe also, that it had 
accidentally been put into effect. 
However, it did have an affect upon 
the sales of business insurance. Realiz- 
ing this and the necessity for its re- 
moval, congress at its last session 
changed the situation, The new clause 
on this matter, which is found in Sec- 
tion 233 of the new law, under the 


heading “Gross Income of Corporations 


Defined,” reads: “That in the case of a 
corporation subject to the tax imposed 
by Section 230 the term Gross Income 
means the gross income as defined in 
Sections 213 and 217.” In Section 213 
it is found that the gross income: (B) 
loes not clude the following items, 


elt be 


which exem pt from taxation 
under this title. 1. “The proceeds of 
life insurance policies paid upon the 
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death of the insured.” This clearly en- 
ables the corporation to carry sufficient 


protection without a burdensome tax 
being imposed upon maturity. It makes 
a great selling point for the salesman. 
While it is true that it was not met as 
a deterrent factor to any great extent 
in the past, it is also true that it can 
now be brought out as a great selling 
point. Formerly the agents had to be 
cautious in commenting as to the taxa- 
tion, lest the business executives find 
in the matter a cause for refusal, but 
now the matter can be brought to the 
foreground and made one of the leading 
selling talks. 


Business Conditions Show Need 


In addition to this new selling point, 
there is the added incentive of general 
business conditions. The business in- 
surance is, as has been expressed, neces- 
sary under all conditions. When busi- 
ness is good, it is a necessity for the 
conservative and cautious business man 
in the way of protection for the future. 
Under times of tight money, such as 
the present, it is an absolute necessity 
for protection during the immediate fu- 
ture as well as the far distant future. 
Recent cases of failures are excellent 
selling points for this coverage. It is 
very evident that when business life 
insurance is a necessity in good times 
it is a double necessity in bad times. 
It is even more dangerous for the busi- 
ness executive to leave his organization 
stranded without his services when the 
company is facing financial difficulties. 
It can also be and has often been, used 
as a means of tiding over periods of 
great financial stress. That is it is very 
useful for the purpose of making loans. 
There have not been many policies sold 
for this particular purpose and they do 
not form the bulk of the business, but 
it is merely one of the many possible 
selling points for this class of insur- 
ance. Banks have become of great 
assistance in business insurance on this 
account. Ail in all, the life salesmen 
can find innumerable prospects and a 
limitous field for development. Busi- 
ness insurance is a necessity at all 
times. During times of big business, it 
is necessary for future protection. Dur- 
ing time of financial stress, such as now 
exists it is doubly necessary. Business 
more than ever needs insurance protec- 
tion. 


Prospects Among All Classes 





The prospects can be found among 
those who take out $100,000 and $500,- 
000, and also among those who take 
out the $10,000 and $20,000 policies. 


Either group forms a great field 
for the business insurance salesman 
ard a profitable one. The larger 


policies do not require as great a 
number, but require more work. In 
the case of the smaller businesses more 
extensive work is needed, but not as in- 
tensive work. The partnership or the 
small corporation is one of the greatest 
fields for this class of insurance. The 
small $10,000 company is the place 
where the existence of the business is 
dependent upon the life of one or two 
of the executives. If these men should 
die, with the business facing the pres- 
ent financial difficulties, it is doubtful 
whether it could survive. 

It is often the case that the under- 
writer will meet the argument that the 
premium cannot be met. When this is 
a case, that in itself is a selling point. 
Any business which cannot afford in- 
surance protection for its executives is 
certainly in need of that protection. If 
it is running so close to the margin 
that it cannot purchase one of the 
necessities for future existence, it can- 
not be called a conservative or even a 
safe business unless it immediately takes 
out the insurance. Even if it is neces- 
sary to loan the amount of the pre- 
mium, it should be placed immediately. 
It may be, in many cases, that policies 
should be slightly reduced. The times 
of abnormal policies has passed and 
there may be some who are still placing 
their goal too high. From the experi- 
ence with lapsation and reduction with 
the old policyholders, however, it does 





GOOD PLEA TO FARMER 


—_—- 


NEED OF PROTECTION SHOWN 





Farm Bureau Agent in Ohio County 
Gets Out Effective Argument 
for Life Insurance 





LISBON, O., Jan. 3.—County Farm 
Agent Clarence E. Rowland is urging 
upon all members of the Columbiana 
County Farm Bureau, and in fact all 
residents of rural communities to be- 
come interested in insurance. He has 
declared that the business of farming 
is not much different from any other 
when it comes to counting losses, and 
that therefore the farmer should pro- 
tect himself and his family and his 
business, just as the resident of the 
city or the manufacturer. 

To instill this thought in the minds 
of the Farm Bureau members, and 
there are over 1,500 in Columbiana 
county, Mr. Rowland has sent them 
this message: 


“TWO THINGS A MAN OWES HIS 
FAMILY” 


“When a young farmer starts out in 
the world to build a home for himself 
and his family, he is usually embar- 
rassed financially. If he buys a farm, 
nine times out of ten he will make a 
small payment and give a mortgage for 
the balance. Things may go nicely for 
a few years, and unexpectedly his life 
is snuffed out by disease or accident. 

“What does he leave his wife, who 
has toiled just as hard as he in order 
to pay for his farm? Usually three or 
four small children to feed, protect and 
educate, and the mortgage still unpaid. 
A woman without money or income 
sometimes is the cause of untold suffer- 
ing. 

“You say this does not happen in 
Columbiana county? You can name at 
least one woman in your community 
just in this pitiful plight, if you stop 
to think a few minutes. 


What's the Answer? Insurance 


“It is the duty of the rest of us, who 
fortunately have a longer lease on life 
—than the man mentioned to help this 
woman out of this predicament—or was 
it the duty of the husband to be far- 
sighted enough to prevent such an un- 
fortunate situation? What’s the an- 
swer? Insurance! 

“You can well remember the day, 
when your knees knocked together, 
standing up with her before the minister 
saying in very uncertain tone, ‘I will.’ 
Years have doubtless passed and you 
have accumulated considerable of these 
worldly goods, but don’t forget who 
helped you get it. Make a legal state- 
ment before we read in the newspaper, 
‘despite all the medical skill and the 
loving care his family could give, he 
died, without a struggle.’ What’s the 
answer? Make your will now!” 








not seem that there has been much 
change in this matter, The lapsation 
record has been very small and there 
have not teen very many reductions. 
Companies have seemed to expand to 
meet the insurance, rather than reduce 
the insurance to meet the company. It is 
certain, however, that there is no oc- 
casion for any partnership or corpora- 
tion saying that it cannot afford to meet 
the premium. Such a statement would 
not bear too broad publicity. 

The outlook for this year is the 
brightest of any time. The business 
insurance underwriter has everything in 
his favor. Conditions are all such as to 
require insurance protection for busi- 
ness, the obstacles have been removed, 
there is no longer a necessity for sell- 
ing the idea of insurance and prospects 
are growing daily, both with weaken- 
ing concerns and with growing business 
organizations. All are prospects. 





TWISTING CONDEMNED 





LINDQUIST VERY OUTSPOKEN 





Declares That Health and Accident 
Renewals Belong to the Company 
the Agent Represents 





Insurance Commissioner Lindquist of 
Minnesota states that it is the inten- 
tion of his department to do every- 
thing in its power to discourage the 
practice of twisting. He states that if 
after a hearing he finds an accused 
agent or solicitor guilty, his license will 
be promptly revoked. Commissioner 
Lindquist says that the twister bears 
the same relation to life insurance that 
the shyster lawyer does to the legal 
profession and the quack doctor to the 
practice of medicine. Twisting, he says, 
consists of inducing a _ policyholder 
through misrepresentation to drop the 
life insurance which he carries in one 
company with the intention of replac- 
ing it with insurance in another. In- 
variably, says Commissioner Lindquist, 
there is a financial loss to the insured. 

The twister, he declares, creates in 
the minds of his prospect dissatisfac- 
tion and distrust regarding his exist- 
ing contracts. The motives of the twister 
are entirely selfish, says Mr. Lindquist. 
Instead of being actuated by a desire 
to benefit the man with whom he deals 
and to sell him the form of contract 
which will do him the most good, he is 
actuated only 
himself at the expense of the policy- 
holder. 


Health 


Commissioner Lindquist also refers 
to the twister in the health and accident 
field. He says that the agent has the 
impression that the business he has 
placed upon the books of the company 
belongs to him and not to the company 
and that should anything happen to 
sever his connection with the company, 
it is his privilege upon forming a new 
alliance to go around and transfer the 
business he has written to the new com- 
pany he is representing. Mr. Lindquist 
says that as a rule this is brought about 
by misrepresentation and the parties 
who suffer unknowingly are the public. 
Mr. Lindquist says, “One who disturbs 
and unsettles a satisfied policyholder 
for his own profit is unworthy to be 
classed as an agent. He not only de- 
serves the severest condemnation but 
should have his certificate of authority 
suspended indefinitely.” 


and Accident Twister 


Business Belongs to the Company 


Commissioner Lindquist touched on a 
mooted question when he claims that 
the business does not belong to the 
agent. Many agents claim that they 
have a vested interest in their accident 
and health renewals. Commissioner 
Lindquist, however, says that this is 
false doctrine. He declares: “Each 
agent when he goes to work for a com- 
pany enters into a contract which com- 
pensates him for securing the business 
for the company. How much or how 
little his compensation is depends upon 
his ability to drive a bargain or his 
reputation as a salesman. If after the 
termination of his contract he transfers 
the business that he has placed upon 
the company’s books without consent of 
the company he is morally guilty of a 
theft, just as much as a laborer in a 
shop would be should he carry away 
surreptitiously at the termination of his 
employment that which his labor has 
produced for his employer.” 


To Hold Sales Congress 


The Massachusetts Mutual Life 
hold its mid-west sales congress 
first week in March in Chicago. 


will 
the 


Pennington Bruce gave up the cashier- 
ship of the Richmond office of the Mutual 
Life of New York January 1 in order to 
return to Kansas City where he was for- 
merly cashier for the Mutual Life. He is 
planning to do field work. 


by a desire to benefit. 





TEXAS HAS GOOD YEAR 


SEES BETTER BUSINESS AHEAD 





The Year 1921 Proved to Be Nearly 
70 Percent of 1920 Pro- 
duction 





DALLAS, TEXAS, Jan. 2.—While 
the insurance companies of Dallas and 
the various state agents located here 
say they have written about as much 
life insurance in 1921 as they antici- 
pated, they have fallen short of the 
figures established in 1920 when a rec- 
ord was hung up. And the Dallas 
companies and state agents, using their 
own business as a basis for computa- 
tion, claim the amount of life insurance 
written in Texas this year is going to 
fall short of the amount written in the 
previous year by considerable figures. 

Dallas jife underwriters say they have 
written about 70, perhaps 73 percent 
of the business done in 1920. State 
agents in Dallas claim they have done 
about as well. Hence, it would seem 
that the amount of life insurance writ- 
ten in Texas in 1921 will be about 70 
percent of that written in the preced- 
ing year. The total business in Texas 
this past year will probably be around 
$200,000,000. Some underwriters ven- 
ture to estimate it at $225,000,000. 


Collections Are Hard 


Added to the fact that the life insur- 
ance men have not written as much 
actual business this past year, is the 
cold blooded fact that they have not 
been collecting hardly more than 50 
or 60 percent of the premiums. If it 
is a state agent, the home company must 
have its portion, and that is going to 
leave the agent with some paper to hold. 
If it is a home company, that company 
wants its part of the premiums, and the 
agent is going to hold the notes. There 
appears to be a desire of the companies, 
however, to make it “right with the 
agents” and the men with the rate book 
and the state agents are not feeling so 
“mean” about it. There are state agents 
in Dallas who are insisting that men 
they have insured and taken notes in 
payment of premiums, payable this 
year, pay their banker and merchants 
and then pay the premiums, however, 
and this would indicate the companies 
and the agents have found a way around 
the difficulty and are ready to continue 
business in “the same old” way. 


Have Renewed Confidence 


The Dallas insurance salesmen, state 
agents and companies are entering the 
new year with renewed confidence and 
optimism. They, to a man, are ex- 
pecting better business during 1922. 
They are preparing for it. Already 
plans are mapped out for the combing 
of the woods for »rospects. Some com- 
panies have lists of taxpayers of their 
territory, some have information about 
payers of income taxes. Some have 
lists obtained from bankers and some 
have lists from other sources. All of 
these lists of names are being revised, 
checked against, discussed, with a view 
of ascertaining just how much insur- 
ance the owners of the cognomens 
could conveniently carry. All sales- 
men and agents have lists of names of 
customers they failed to sell this past 
year with the reason for the failure. 
Armed with these things the salesmen 
in Texas are going about their busi- 
ness this year in a more systematic 
manner. The solicitation is going to 
be more thorough and _ persistent; 
new fields are going to be ex- 
plored and all the information and 
experience of other expert salesmen 
are going to be brought to bear in the 
selling efforts during the year which is 
being born. Insurance companies, and 


agents believe with conditions getting 
back to normal the amount of life in- 
surance sold in Texas in 1922 will be 


as great as that sold in 1920. 
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POINT OUT THE FAILURE | 


AS VALUABLE LESSON. 





Collapse of Ft. Dearborn Banks 
at Chicago Used as IIllus- 





HAD AN INSURANCE PLAN | 





Opponents of the Scheme Say That 
Life Insurance Should Be 
Sold on Merit 








Che merger of the Fort Dearborn 
banks of Chicago with the Continental 
& Commercial banks of that city, which 
was all that saved the former from a 
crash, is pointed out by opponents to 
the savings bank and life insurance 

as the most glaring argument 
against such arrangements that has 
1isen. The Fort Dearborn had in op- 
eration such a plan with one of the 
large Chicago agencies, it being only 
a few months old. Standing out as 
one of the large banks, its association 
with that agency in the carrying out of 


a bank-insurance plan was to have been 


| 
| 
tration 
| 





one of the strongest connections made. 
The failure of the bank now brings to 
the front the danger of the association 


of banking and insurance, 
those who have ccntinually expressed 
their opposition to such schemes. 

No 


Disposition of Accounts 


according to | 


LIFE 


INSURANCE 


EDITION 
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M. H. WOLFE PRESIDENT |SUES NINE COMPANIES | NATIONAL UNDERWRITER- 


HEADS UNITED FIDELITY LIFE 


Well Known Texas Capitalist Succeeds | 


D. E. Waggoner as Chief Execu- 
tive of Dallas Company 


DALLAS, TEXAS, Jan. 3.—At a| 
meeting of the directors of the United 
Fidelity Life of Dallas, M. H. Wollte, 


millionaire banker, cotton broker, in- 
surance man, philanthropist, and one 
of the best known business men in 


Texas, was elected president to succeed | 


D. E. Waggoner. Mr. Waggoner, who 
has been president of the company since 
it was organized thirteen months ago, 


was made chairman of the board. 


Mr. Wolfe is known all over Texas | 


for his generous donations to religious 
undertakings, and as a business man 1s 
regarded as one of the keenest, most 
successful and most substantial in the 
South. He is president oi the M. H. 
Wolfe & Co., cotton brokers and fac- 
tors; vice-president of the 


National Bank, and is a stockholder 


Southwest | 





MOUNTAIN STATES FILES SUIT 


Names Big Institutions, Their General | 


Agents and Commissioner Wil- 
son in Sum of $900,000 


DENVER, COLO., Jan Charg- 
ing rival insurance companies and in 
dividuals with having entered into a 
combination to wreck the Mountain 
States Life, suit has been filed in the 
district court demanding total dam- 
ages of $900,000 and an _ injunction 


against those named in the complaint. | 


It is alleged that the defendants have 
verbally and otherwise published and 
spread defamatory statements concern- 
ing the Mountain States Life. 

Chose named in the suits are: The 
Union Central, Mutual Life, Pacific 
Mutual, Kansas City Life, Aetna Life, 
lrravelers’, Home Life, Guardian Life 
and the Northwestern Mutual Life, M. 
G. Hodnette, O. C. Watson, T. |. Allen, 


J. S. Fabling, J. Stanley Edwards, Jesse 
F. Wheelock, J. J. Tyndall, Norman 
Dempsey, A. |] Liverman, former 
Commissioner Wilson and L. E. Hill, 
editor of Hill’s Monthly 
Claims Malicious Attacks 

The suit, which was prepared and 
filed tor the Mountain States Life by 
( M. Hawkins, calls for $400,000 for 
actual damages suffered and $500,000 
for punitive damages. It accuses the 
companies named and their general 
agents of attempting to put the Mou.- 





tain States Life out of business by filing 
charges in the state department and 
ater, after the District Court had up- 
held the company in its contention, by 


ROUGH NOTES MEETING 


Representatives of Editorial and 
Business Departments Hold An- 
nual Convention in Chicago 


LARGER SERVICE PLANNED 


All Branches of Insurance Business 
Served in Some Way by 
Combined Organization 

[The annual business conference of 
the representatives ol the editorial and 
business departments of The National 

Underwriter-Rough Notes Company 


was held in Chicago on Thursday and 
Friday of last week. There were two 
full days of business discussion. On 
the evening of the first day of the con 
vention there was a banquet, attended 
by the entire Chicago office force and 
the families of those in attendance at 
the meeting. Ernest Palmer, associate 


the 


was the chief speaker. 


general counsel of National Board, 


On the evening 


of the second day a theatre party was 
given. The business gatherings were 
presided over by E. Jay Wohlgemuth, 
president of the two organizations. 
About 25 were on hand for the two 


days’ business discussions and over 40 


| attended the banquet 


Optimistic Over Prospects 


~~ rer wa or te 


attacking the court’s decision and con- 
ducting a state wide publicity campaign 


It has not been announced what will 


Representatives of the various activ- 


eter“ « 
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be done with the accounts held by those | inst it. TI Pat livided int ities of the two companies at branch 
; ‘ against it. » compl: S i ’ =e 
who entered into the plan, but it is im- 4] ~ - Sh “ a vt oy : . _- es Me ad offices in New York, Cincinnati, In- 
‘ > - > , ; > . Ry y iree é ses ) ac r : - 
probable that the Continental & Com- “3 - " : 3 oo. — It - a dianapolis and Chicago exchanged busi- 
mercial will absorb those accounts. One RECS ANE ORE ICE SHIURCTION. ac arst 


of the leading Chicago general agents 
was recently told by officials of that 
bank that they would at no time enter 
into any such arrangements. This was 


the basis for the removal of one 
agency’s account from the Ft. Dear- 
born National Bank to the Continental. 
It is thus not believed that these ac- 
counts taken under the savings-insur- 
ance plan will be maintained. This is 
pointed as a great handicap to the 


accounts, although 
nothing through the 


: , 
agency handling the 


depositors will lose 


merger, whatever loss being necessary 
to be borne entirely by the stockhold- 
ers and the clearing house members, 
but, it is said, the confidence of the 
lenoscit will 1 halen 4 . gre 

depositors will Db shaken to a great 


extent. 


Argument Against Plan 


said that insur- 
connected in any 
for the reason that 
this may arise and 
ce of policyholders. 
al written and 
talks made, emphasizing the importance 
of making a most careful selection of 
the bank with which to enter into such 
an arrangement. However, it is pointed 


One general 
should not be 
with banking, 


agent 
ance 
such occasions as 

disturb the confiden 


Many papers have been 


out, the most careful selection would 
not have prevented this connection, 
for the Fort Dearborn banks were 


recognized throughout t he Chicago dis- 
trict as among the leading strong banks. 
It is held that the fact that when the 
reputed banking institution 


such proceedings, although failure and 


loss to depositors is near the impos- 
sible through the efforts of the clear- | 
ing house, it tends to show cause for | 
refraining from formnig such schemes 


insur 


These opponents say that lif 
ance is a business that is positively 
sound and and strength 


secure its 


should not be weakened through actual | 


ection with other lines of business. 


con! 

A. LL. Saltzstein, district manager at 
Milwaukee for Wisconsin of the New 
England Mutual Life, was made chair- 
man of the state campaign, for relief 
of European war sufferers 


faces | 





M. 


WOLFE 
United Fidelity 


New President Life 
score of other 
or utilities in 


and director in a half 
business institutions 
Dallas and Texas He has been vice- 
president of the United Fidelity since 
the company was organized, as well as 
a member of the excutive committee 


Other Officers Elected 


H. I. Gahagan was elected vice-presi- 
dent and member of the board of di-| 
rectors, to succeed the late Col J. E. 
Strickland. Mr. Gahagan is vice-presi- 
dent and treasurer of the Texas Elec- 


tric Railway Company, president of the 
Dallas Union Trust Company and presi- 
dent of the Dalworth company, and 


closely associated with the Strickland 
interests throughout Texas. 

W. H. Painter, a director in the com- 
and connected with it since its organ- | 


ization, was elected assistant 
Messrs. Wolfe, Gahagan and Painter, 
along with their associates, increased 
their holdings of stock in the company. 


secretary. 


Other officers of the company were | 
re-elected. These are D. Easley Wag- 
goner, vice-president; J. L. Mims, sec 
retary and actuary; Tom  Poyner, 
agency director, and C. W. Simpson, 
medical director. 

The rerort of the progress of the 
company for the thirteen months of its 
existence showed net insurance now in 
force of $5,700,000. This was said to} 


be a new record in life insurance circles 
for Texas and the Southwest. It is 
believed under the new management | 
the business for the present year will 
show a decided increase over the thir- 
teen months the company has existed 


The Leuisiana State Life of Shreveport 
La.. is now operating in Arkansas 
well as in its home state 


as 





| corporation into a 


| ahead of 1919 record 


cause complains of the defendants “con- 
spiring and _ confederating together, 
without justifiable cause, and unlawfully 


| and with malicious intent, to molest, ob- 


struct, hinder and prevent the plaintiff 
from carrying on its business.” Judg- 
emnt for $200,000 actual and $250,000 
punitive damages is asked on this com- 


plaint. It is held that they have pub- 
lished, printed and distributed, circu- 
lated and caused to be _ circulated 
articles, literature and statements de- 
famatory of plaintiff and containing 
false and malicious statements of and | 
concerning plaintiff. 
Say Business Is Hit 

The second cause of action, in which 
equal damages are asked, claims that 
the defendants have spread _ reports 
falsely and maliciously that the Moun- 
tain States Life’s business was unlaw 
ful, unsafe and a danger and have urged 


cancel and 
. 7 - - 

to refuse connection. It is also charged 

the) hired speakers to spread 

throughout the state 


policvholders to prospects 


that have 


these ideas 


Vote on Provident Change Jan. 18 


Action will be 1 by the policy 
holders of the Provident Life & Trust 
eeting Jan. 18, plan 
ie board of for 
acquisition by the company of the 
capital stock for the benefit of the 
policyholders and the rsion of the 
life insur- 
having been ap- 


taker 
ata mn on 


cirectors 


conve 
mutual 
the plan 
Commi 


stockholders 


ance company. 
proved by 


and by the 


Donaldson 


ssioner 


James A. Campbell, agency director 
of the central branch of New York 
Life in Chicago, led all the branches in 

l His 1921 figures 


duction 


the 


last vear. 


| are $18,700,000 Chis is about $1.000.000 


and $1,250,000 less 


than 1920 Mr. Campbell’s office is the 
largest office of the New York Life in 
point of production. 


| of the 


ithe hre 


ness-getting ideas, discussed the cur- 
rent developments in the insurance 
world, and considered ways and means 
of improving the services now being 
rendered to companies and agents by 
The National Underwriter-Rough 
Notes Company Plans for the New 
Year were discussed and decided upon. 
Representatives of the two insurance 
publishing houses located in all sections 
country spoke optimistically of 
the business possibilities for 1922, and 
declared that there many indications 
of an improvement in the situation that 
will affect all branches of the insurance 


business 


are 


Wide Field 


Covers 


Ch National 
Note s “ompany 
panded to the point where it offers a 
service to insurance men that is seldom 
considered by the average reader in its 
entirety. The organization now has in- 
dependent and flourishing branch of- 
fices in Chicago, Indianapolis, Cincin 
nati and New York Every branch of 


Underwriter-Rough 


has grown and ex 


the insurance business is served in some 
way by the National Underwriter 
Rough Notes Company Its service 


is countrywide It touches every phase 


lof the insurance business, and has to 
offer to every insurance man, no matter 
what particular branch of the business 
he mav be interested in, something 
that is valuable and important. The 
National Underwriter-Rough Notes 


Company is today by all odds the larg- 
est insurance publishing organization In 
he world, and has g ithered together a 
corps of representatives, 
editorial writers, statisticians and work- 
ers that occupy an important niche in 


busing ss 


the insurance plan of the country. 

Most readers of The National 
llnderwriter are inclined to think of 
the paper as serving only one branch 
of the business. Thus, the fire insur- 
ince local agent regards The National 
Underwriter as an insurance publish- 


simply the needs of 
of the coun- 


serving 


casualty 


ine house 


and men 


trv. While it is true that The National 
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Underwriter Company, and its running- 
mate, The Rough Notes Company of 
Indianapolis, have for sale * ‘everything 
for the insurance man,” the service otf 
the two organizations is regarded by 
the local fire and casualty man as one 
that satisfies the needs only of those 
engaged in these two branches of the 
business. 
Life Insurance Service 


Perhaps fire and casualty men gen- 
erally never fully understood the im- 
portant life insurance publications that 
are handled by The National Under- 
writer. In addition to publishing for 
the benefit of fire and casualty men 
The National Underwriter, the Casualty 
Review, Rough Notes, Fire Protection, 
Argus Charts, Insurance Directories or 
Hand Books in West Virginia, Mary- 
land, District of Columbia, Ohio, | 
diana, Illinois, Michigan, Wisconsin, 
Minnesota, North Dakota, South 
kota, Kansas, Nebraska, Lowa, 
sas, Oklahoma, the city of Chicago, 
telephone directory of the Insurance 
Exchange, insurance supplies and office 





In- 

| to its present point of efficiency 
Da- | 
Arkan- | 
the | 


services of every conceivable character. 
To put it more briefly, The National 
Underwriter Company occupies just as 
important a position in the life insur- 


ance world as it does in the fire and 
casualty end of the business. 
Diamond Life Bulletins 
As an example, The Diamond Life 


Bulletin Service requires a full-fledged 
organization of its own. To simply 
compile and distribute the sheets sent 
out monthly to the subscribers to this 
Service, 11 girls are required. This de- 
partment, which is under the manage- 
ment of 
sending out to its subscribers the most 
comprehensive, valuable and practical 
life insurance educational and salesman- 
ship service that is being offered to those 
engaged in life insurance work. The 
entire idea was conceived and developed 
within 
time. 


two years 


Strong Talks Heard 


week’s convention the rep- 


At last 


| resentatives of all departments of the 


equipment of all kinds, The _National | 
Underwriter has to offer to lite insur- 
ance men the Diamond Life Bulletin | 


Service, the Unique Manual Digest, the 
Little Gem Life Chart, The 
Underwriter—Life Insurance ( 
the Insurance Salesman, and selling 
equipment and _ business stimulating 


AMERICAN 
CENTRAL 





| and 
National | 
Edition, | 


on the 
National 


organizations gave talks 
activities of The 

nderucinedionsh Notes Company, 
considered just how the different 
handled might be improved to 
more nearly meet the needs of insur- 
ance men. The editorial policy of the 
various publications for 1922 was out- 


— 
far ious 


services 


LIFE 


Insurance Co. 


INDIANAPOLIS, 


| lined. 


Abner Thorp at Cincinnati, is | 


All who spoke at the business 
sessions exhibited a sound understand- 
ing of the business, and indicated by 
everything that they said that they are 
in close touch with what is going on in 
the insurance world. The annual busi- 
ness convention of The National 
Underwriter-Rough Notes Company 
has grown to such proportions that it 
closely resembles the agency meeting 
of the average life or casualty company. 
Those Who Attended 


Those who attended the gathering 
last week and spoke on one subject or 
another are: 


New York City—George A. Watson. | 


Cincinnati—E. Jay §Wohlgemuth, 
Ralph E. Richman, Abner Thorp, Emer- 
son Smith, William Hilleary, Frank W. 
Bland, George C. Roeding. 

Indianapolis—A. J. Wohlgemuth, 
Ralph Morrow, Mrs. C Achilli, N. H. 


| Weed. 


gins, 


IND. 


Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 


Chicago—Mrs. N. V. Paul, J. H. Hig- 
H .E. Wright, William A. Scan- 
lon, C. M. Cartwright, Frank A. Post, 
Chester Nash, H. J. Burridge, John F. 
Wohlgemuth, Roy W. Landstrom, Otto 
E. Schwartz. 





Jules Girardin, general agent of the 
Phoenix Mutual Life, who has had his 
office in the Conway building at Chicago, 
has moved to the general office of the 
Phoenix. Mutual Life in the Lumber Ex- 
change, 11 South LaSalle street. 











OFFERS NEW SERVICE 

GUARDIAN AGENTS BENEFIT 

Educational Course Open to Agents— 
Point System Adopted for Dis- 


tribution of Supplies 


The Guardian Life of New York has 


instituted two new features of agency 
cooperation, one of which is for the 
education of the agent and the other 


for the procuring of advertising mate- 


rial. The company has been preparing 
its agents’ training course during the 
past year and now has it completed. 


It is designed for the use of both new 
and old members of the agency organ- 
ization. It covers the essentials of life 
insurance in general and of Guardian 
Life insurance in particular, The course 
will be divided into six parts to facilitate 
the handling of the subject to be treated 
and allowance is made for frequent re- 
visions and changes necessary to keep 
it up to date. The courses are: Guar- 
dian Guardianship; The Principles of 
Life Insurance; The Functions of Life 
Insurance; Life Insurance Salesman- 
ship; Guardian Life Insurance sales- 
manship; and a graduate course to be 
given three months after the successful 
completion of the regular course, “Spe- 
cial Lines and Contract Forms.” 


Diplomas to Be Awarded 


Each part of the course is printed to 
fit a standard pocket size binder and 
made for continuous use. At the end of 
each division there will be an exami- 
nation and the results graded. Upon the 
satisfactory completion of the course, 
followed by three months of work 
which measures up to standard re- 
quirements, a diploma will be awarded. 
Following the award of the diploma 
and after three months of successful 
sales work, the agent will then be 
eligible to the graduate work. This 
section deals with Inheritance Tax, 
Business Insurance, Annuities and the 
other special and technical forms of 
coverage. Upon the satisfactory com- 
pletion of the entire course and the 
showing of a gradual increase in produc- 
tion, a card case will be presented to 
the agent containing an engraved cer- 
tificate of graduation from the regular 
correspondence course. 

Schedule Advertising Material 


The other feature which the company 
will institute is a system for making 
better business builders of the agents. 
It is a system of spreading advertising 
material in proportion to the production 
of the agent and not indiscriminately. A 
complete line of advertising circulars 
and articles has been prepared, includ- 
ing Valuable Papers Wallets, Remind- 
ers for Today booklets, shopping lists, 
metal match boxes and insert books of 
matches, large and small pencils and 
special blotters. These will be awarded 
according to the number of points 
gained by the agents. Points will be 
given in ratio to the business turned in. 
Each month the quarterly, semi-annual 
and annual premiums will be figured 
and points issued on the basis of the 
dollars of premiums reported. Where 
the total premiums fall below $250, no 
credit points will be allowed. The agent 
is allowed one point for each dollar of 
premiums reported and the advertising 
material is given on varying scales, 
pencils costing four and five points, 
with a Valuable Papers Wallet costs 100 


points. The agent is furnished with 
a handsome leather folding case, which 
has room for all of the articles. This 


system permits the Guardian Life to in- 
crease the quality of the articles, while 
decreasing the number issued and plac- 
ing them with the producing agents. 
The point system will also be applied 
to the circularizing bureau. The 
Guardian Life is operating what is 
called a “Prospect Bureau” and names 
of prospects are circularized for the 
agents from the home office. The 
agent’s production is the basis. 
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ry GOOD BUSINESS IS GENERAL 
— Outstanding Feature Is Record of i? 
Connecticut General—Others 
Have Good Year 

aS HARTFORD, CONN., Jan. 3.—All 
Sy in all Hartford’s insurance companies 
1e€ are generally well satisfied with the re- 
er sults during the year and the life com- 
e- panies have done better than the aver- 
¥4 age of all well established companies. 
1e Although the volume of new business 1s 
d. somewhat less than the previous year, Excellent 
Ww the year 1921 has given the companies ‘. 
n- a chance to add to their surplus and to é 
fe do considerable reorganizing in their Agency 
in respective home offices. It is said that 2 , OO T T . 
se the 1920 totals show a gain of 60 to 100 Opportunities HE SUN of the New Year 1S 
te percent and that 1921 will show a fall- 
-d ing off of 20 percent, but this would ° nian . eS oo . 
e- not be much in view of the phenome- In rising bright In its glow of 
-p nal record of 1920 and, in fact, would A , a - d } f 
r- be good for some companies. New busi- Arizona ~ : 
of ness is expensive and another record- promise of continue growt 1 Tor 
te breaking year like 1920 might have been ° ° ° 7 ° ° 
~ wk California The Lincoln National Life In- 
- Connecticut General's Surprise C ] d 
ye 
ul The real surprise of the year is the o10rado surance Company. 
ms advance figures given out by the Con- . . ? 

} + necticut General, which show that the Illinois 

) business brought in by its agents during 4 . oa ‘ ate . rhs 

1921 exceeds the figures for the year Indiana The service ambitions W hich 

zs) previous by several million dollars. A . 5 
is record probably which will not be ‘ rer ¢ re > 
1 equaled by any other insurance com- Iowa made 1921 a year of remarkable 
i- pany of note. P . ° ° 
e _The approximate figures for regular Michigan progress for The Lincoln Life are 
e, life business, not including group in- 
rk surance, will be between $97,000,000 and ° b . 
e- $98,000,000. A part of this astounding Minnesota to be enlarged upon In 1922. 
d. amount may be explained by the fact : ; 
la that this does include reinsurance busi- Missouri 


ul ness and the year past the Connecticut f ; : “in ‘ . : 
ye General took in about $25,000,000 of M Every aid towards helping the 
is this class of business. The company Montana 


3 reports very favorable mortality fig- ‘ c . y — i. 
1e ures and 2 decided let-up in neon > Nebraska agent cash in on all his systema 
of surance. ° ° ° ° ° 

° r 7 r 

i ier Favoranie Records so on tized interviews is being extended. 
- © 1e Connecticut Mutual gives be- . we 
c tw ne $60,000,000 and $65,000,000, which New Jersey The record for shooting policies 
r- is practically the same as in 1919, as its 


figures for 1921 business. The 1920 busi- . > > ~ , 
“s ness was slightly in excess of $74,000,- Ohio right back ready for delivery ’ on 
000. The Connecticut Mutual has had 


an unusually favorable mortality record Oklahoma practically ever y application 



































ly for 1921. In 1920 the rate was a fraction 
Te over 61 percent and the year just ended ° ° ° ° ° ° 
Ss. has shown an even more favorable rate. Pennsylvania mailed In, 1S to be maintained at 
ig The Connecticut agency of the Phoe- S h D k 
yn nix Mutual, under the management of [ out akota _ hi h : abe , 
i Welles & Woodhouse, has paid for $3, its present high point of efficiency. 
rs 754,791 with a total of premiums to date — 
1- of $142,746.60. Here again the year 1921 Texas 
d- exceeds the volume for 1920. The 
Ss, amount over the previous year’s fig- Utah La Sais . a a 
of ures for volume was $633,250 of insur- per ane 2 pa) 
id ance and in paid-for premiums $14,081. We t Vir inia (LINK UP \ WITH THE y) LINCOLN) 
-d ' The allotment given the agency by the S 4 - —_— a 
ts company was $130,000. The agency for e ° 
ye the first time is leading all other agen- Wisconsin 
n. cies of the Phoenix Mutual in the 
al United States. 
-d The New England Mutual Life In- 
1€ surance Company wrote approximately 
re $1,900,000, a total about the same as 
10 made in 1919, 
at The Mutual Benefit reports a showing ‘i o - 
of of about $1,750,000 for 1921, which about , | ‘ | 
ig equals the total made in 1919. he incoln National Life 
s, D. G. Holbrook, Connecticut man- 
s, ager for the Mutual Life of New York, 
0 said that the business in Connecticut Insurance Cor I pany 
th would closely approximate 90 percent 
h of that in 1920 and that it has been de- “Its Name Indicates Its Character’’ 
is cidedly favorable. . 
1- eceeniiiaitenainta 
a Union Central Week | Lincoln Life Building, Fort Wayne, Indiana 
This is “Union Central Week” in 
d | Cincinnati, where the big annual con- : F rce 
1e vention of the company’s field forces Now More than $195,000,000 — oore 
is is being held, commencing Thursday. 
25 This is the first convention under the 
1e administration of President John D. 
e Sage, succeeding the late Jesse R. 
Clark. 
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|DISCUSS MANY TOPICS 


CONVENTION OF “1,000 CLUB” | 


Business Men’s Assurance of Kansas | 


City to Have Instructive Talks 
and Discussions 


The program for the annual meeting 
of the 1,000 club of the Business Men’s 


Assurance of Kansas City, which is to | 


be held at the home office on Jan. 4-6 
has just been completed. The pre- 
liminary exercises will include a recep- 
tion by the officers and directors of the 
company; an address of welcome by 
Ed. O. Faeth, chairman of the Cham- 
ber of Commerce, and a response by 
the president of the company, C. S. 
Jobes; an address by the president of 
the 1,000 club, F. J. Fleming; a report 
by the secretary of the 1,000 club, an- 
nouncements by the chairman of the 
entertainment committee, and the pres- 
entation of the trophies for the “Grant 
Month” contest. 

The practical discussions of the meet- 
ing cover a wide range of topics. Dur- 
ing the first day they will include the 
discussion of the question: “How to 
Spend the First Hour in Writing a 
Town for the First Time,” by F. W. 
Meyer and others; “What is the Price 
of Our Success,” by J. B. Reynolds, 
president of the Kansas City Life; 
“Various Methods in Delivering Claim 
Drafts That Have Brought Me the Best 
Results,” by H. S. McMillan, and 
others; “The 1922 Model B. M. A. A. 
Disability Policy,” by Vice-President 
V. T. Grant; and “Six Good Answers 
to the Prospect Who Says He Can’t 
Afford It Because of Poor Business 
Conditions,” by N. H. Randall and 
others. 

Thursday’s program includes three 
round tables following addresses, as 
follows: “Relations With the Account- 
ing Department,” discussion led by 
L. D. Ramsey, treasurer; “The Analysis 
of the B. M. A. A. Life Policy,” dis- 
cussion led by J. E. Higdon, actuary; 
and “Passing on the Application,” dis- 
cussion led by A. E. Beach, chairman of 
the J committee, and assisted by Dr. 
E. Robinson. 

The addresses for the day are: “Six 
Good Answers to Prospect Who Says 
‘I Have Already Bought My Accident 
and Health Policy,’” by C. W. Stolz 
and others; “What the Life Prospect 
Cards Have Done to Help Me Sell Life 
Policies,” by F. J. Fleming; “What 
I Expect of the Salesman W ho Calls 
On Me,” by R. A: Long, president of 
the Long-Bell Lumber Company; 
“What the Carnegie School of Lite In- 
surance Is Doing,” by E. J. Montigue, 
director of field service; and “Vision in 
Salesmanship,” by J. C. Nichols, direc- 
tor of B. M. A. A. 

On Friday, the third day of the con- 
vention, the three addresses will be: 
‘The Lesson of 1921,” by A. W. Hogue, 
general field supervisor; “The Service 
You Perform,” by J. H. Torrence, man- 
ager claim department, and “What is 
Your Objective and Mine?” by Vice- 
President W. T. Grant. A round table 
discussion will follow the address of 
Mr. Torrence. There will also be re- 
ports of committees and miscellaneous 
business. 

In the evening there will be a dinner 
and a dance at the Hotel Baltimore. 
There will be a short program follow- 
ing the dinner, which will include ad- 
dresses by Col. Frank L. Travis, super- 
intendent of insurance in Kansas, and 
by Hon. Ben. Hyde, superintendent of 
insurance in Missouri. A vocal solo 
will be given by J. E. Norris of the 
B. M. A. A. President Jobes will be 
toastmaster for the evening. 


J. N. Patterson, who is leaving the Mil- 
waukee agency of the New England 
Mutual, was tendered a luncheon Satur- 
day by A. L. Saltzstein, district manager 
for the New England Mutuai. Mr. Pat- 
terson was presented with a fine camera 
as a remembrance from Milwaukee mem- 
bers of the agency. 


_ January | 5, 1922 


BIG PRODUCERS’ RALLY 


[ILLINOIS LIFE CLUB MEETS 
Green Signal Club to Hold Annual 


Meeting in Chicago on 


{ 
January 7 ’ 
The annual meeting of the Green 


Signal Club of the Ilhnois Life, which 
is composed of Ilinois representatives 
of the company, will be held Saturday, 
Jan. 7 in the Hotel LaSalle, Chicago. 
Business addresses by officers and field 
men will fill the afternoon program and 
the annual banquet will be held in the 
evening The new president of the 
club is George H. Doerfler, who suc- 
Wroughton. 


| 
| 
| ce 
| 


ceeds James E. 
Program 
The convention will be called to 
order in the East Room, Hotel LaSalle, 
at 2:00 p. m. The program is as fol- 
lows: 
Roll Call and Reading of Minutes 


of Last Regular Meeting........ 
inchaai ans iene P, L. Sausser, Secretary 
President’s Inaugural Address.... 


Seek melas cas ea ache mld George H. Doerfler 
Our Twenty-Ninth Annual State- 
DE: 5 cicctactananamies O. J. Arnold 
Secretary, Illinois Life Insurance 
Company 
Some of the Reasons Why 1922 
Should Be a Winner...G. H. Kopperl 
Manager, West-Central Illinois 
Producing Business Under Present 
Day Conditions......... E. C. Wharf 
General Agent, Wabash Valley 
Agency 
Johnson,General Agent, 
Oklahoma 
Address, W. O. Perry, State Manager, 
Georgia 
Address, W. B. Davis, General Agent, 
Southwestern Department 
Address, T. J. Henderson, 
Manager, Michigan 
The Changing Times....R. W. Stevens 
Vice-President, Illinois Life Insurance 
Company 
‘hings Unsaid....... E. J. Hutchinson 
Manager, East-Central Illinois 





Address, A. C. 


Agency 


FINE SHOWING BY TRAVELERS 


Total Income for 1921 More Than 
$100,000,000—New Life Business 
for Year $474,600,000 


HARTF¢ Hy CONN., Jan. 4.—Fig- 
ures sent out by the Travelers show a 
total income for 1921 of more than 
$100,560,000, a gain of $6,300,000 over 
last year. New paid life insurance 
totaled $474,600,000; life premiums, $40,- 
700,000; accident and health premiums, 
$9,800,000; compensation and _ liability 
premiums, $32,300,000; indemnity com- 
pany premium, $8,000,000. 

Che life figures include $285,000,000 
regular and the balance group. and 
wholesale, a gain over the 1919 regular 
figure \ccident, compensation and 
liability lines broke about even, which 
is considered a notable achievement for 
this difficult year. 


Earle N. Wester 


Earle N. Wester, for a number of 
years associate general agent at Chatta- 
nooga, Tenn., for the Massachusetts 
Mutual Life, has been transferred to 
Memphis, where he will continue as as- 

ciate general agent, but he will be 
actively identified with the management 
of that company’s West Tennessee of- 
fice. Mr. Wester succeeds E. W. 
Hughes, who has been transferred to 
Rochester, N. Y., where he will be in 
charge of a general agency. 

Mr. Wester is a Chattanoogan, a 
graduate of the University of Virginia, 
and served with distinction in the world 
war. He has had a successful career 
as a life underwriter. 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life insur- 
ance with no frills or fancy adornments. It is the stuff that 
appeals to the people who want every possible dollar of protection 
they can buy for every dollar deposited as premium. 


Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National banner into 
new strongholds backed solidly by the whole crganization. 


Last year was a banner year in life insurance. This year will 


be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 





| 


Public 
Life Insurance 
| Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 

















ALFRED CLOVER 


General Manager, Chairman Board of Directors 
LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medica! Board 








HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 

















E 








OF NE 


Home Office: 


Assets .. . 


BANKERS LIFE INSURANCE COMPANY | 


BRASKA 


Lincoln, Nebraska 


$20,000,000.00 





TWENTY PAYMENT LIFE POLICY 
Matured in the 











Insuray ( 
Lincoln, Nebraska OLD LINE BANKERS LIFE INSURANCE 
GENTLEMEN: My policy No. 9087 matured today. It was a 20-Pay1 COMPANY 
ge 40 for $5,000.00 carrying an a1 al premium of $194.7 I paid you $3, 00 d toda - 
ir Mr. Hetrick pays me $5,124.20 cash. This made me a profit of $1,229.20 and carried of Lincoln, Nebraska 
for $5,000.00 for 20 years. 
Che cash dividend $2,213.70 which I « Id hav aken A ps 
t $5,000.00 or I < ave taken a paid-up p - ig gy it on Name of insured Flor J. Sullivan 
nd have taken a new policy for $5,000.00 with Mr: trick find tha é 
$5,124.20 at 7% will pay m on the new pol I have the $5,000.00 insurance and Residence Hamburg, lowa 
this check for $5,124.20 . 
ree ; ee I , Amount of policy $5,000.00 
Mr. Hetrick for paying this promptly on lue date and for the always « ent in Total paid in premiums 3,895.00 
the 1 0 
Wis I am SETTLEMENT 
. Total cash paid Mr. Sullivan $5,124.20 
F. J. SULLIVAN ; 
And 20 years Insurance for nothing. 
If interested in an agency or policy contract write Home Office, Lincoln, Neb 
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Suggestions for the New Year 


make 
year. A 


and 
the 
good thing. 


STarT your goal card your 


plans for production for 


definite goal is a Figure not 


only how much you are going to write 
during the year, but decide the particular 
plan which you intend to follow. Write 





out a working budget for the whole year. 
Remember that January is the month in 


which the most dividend checks are re- 
ceived. Make it your business to know 
the large holders of investments in your 


community and especially when these in- 
arn special dividends, 
the 


January is a 


vestments ¢€ 
the 
into 


suggest 
advisability of putting 
life 
month for life 


money 


insurance good 


insurance premiums to fall 


due, because of the extra income to many 


people from the idends on their in- 


vestments. 
also the Christmas and holi- 


Capitalize 


day spirit. Every Christmas card, Christ- 
mas letter and salutation, was an ad- 
vertisement tor life insurance. Men’s 


hearts and minds open more readily to 
the life insurance idea at this time of 
the year than any other. 

Capitalize the New Year’s resolution 
idea, by suggesting that the New Year’s 
resolution take the form of applying for 
a life insurance policy 

Don’t forget that this is to be the great 
year for writing business insurance. 
Business is getting on its feet after 
the war. Th overnment income tax, 
discriminating against the proceeds of 
life insurance when paid to a corporation, 


has been changed and business insurance 


is now free from tax so far as proceeds 


are concerned. The of business in- 


surance is growing with the increasing 








recognition of the economic value of 
human life. The money value of an 
official a corporation can be estimated 
nearly as accurately as the property 
value. 

Don’t overlook the great advantage of 
the taxation argument. Nearly all forms 
of investment and income are taxed so 
heavily nowadays, to say nothing of in- 
heritances, that life insurance can make 
a good showing alongside almost any 
form of investment. A wealthy man re- 
marked the other day that the best form | 
of investment a man can make outside 
his own business life insurance. Study 


this remark and see if it is not true. Life 


insurance is the one means by which a 
man can deliver his estate whole to his 
heirs. 


Don’t overlook the young man who is 
his feet after having served in 
r. Over $40,000,000,000 of gov- 


and 


getting on 
the world wa 
ernment life insurance was taken out 
this but $5,000,000,000 


young men are 


of remain. These 


now getting back into good 


positions, are getting married and settling 


down, with responsibilities and increased 


earnings. They are candidates for regu- 


lar insurance in private companies. 

Brush up on your old selling argu- 
ments; remember that the old and tried 
arguments are the best. Sell life insur- 
ance, not frills. 

And, lastly, remember that nothing can 
take the place of hard, systematic work. 
The only way to sell life insurance is to 
“see people.” The agent who has a 
quota and sticks to it can get results. 


Exemption of Life Insurance Proceeds 


Some life insurance agents do not yet 


tax law abso- 
life 


realize that the new income 


lutely exempts the proceeds of in- 


surance from taxation when paid to a 
idea that under 
to the 


proceeds of busi- 


corporation but have the 
the 
1214 percent 
ness insurance are not subject to this in- 


new law it will be subject 


tax. The 


come tax of 12% percent. This should 
at once open the big field of business in- 
surance that has been virtually closed 


since the federal income tax law went into 


effect. 


The proceeds of life insurance have 
been exempt from taxation if payable to 
an individual beneficiary. The Internal 


Revenue Department, however, ruled that 


life insurance proceeds that went to a cor- 


poration had to be regarded as income 
and therefore subject to the regular in- 
come tax. It meant, therefore, that a 


corporation would pay from 50 to 65 per- 
cent of any life insurance proceeds in 
the way of taxes. The exemption of cor- 
porations from this tax on _ proceeds 
means much in the solicitation of busi- 
insurance. 


ot 


ness 


Inheritance Tax Insurance 


Since the inheritance tax has been in- 
creased in some of the states, life insur- 
ance men have been active in bringing 
the fact before people who have built up 
a goodly estate. For instance, the 
Tilinois inheritance tax was doubled on 
July 1. For estates of $300,000, the IIli- 
nois tax is now $14.000, the federal tax 
would be $5,500. Where a man’s estate 
is largely the amount he has in his 
business, insurance to take care of the 


inheritance tax, would seem almost 
essential. His family in order to main- 
tain their standard would be obliged to 
take a certain amount of money out 
of the business. It might cause con- 
siderable embarrassment to withdraw a 
sufficient amount to pay the inheritance 
tax, too. Life insurance men, there- 
fore, see the opportunity of pushing the 
inheritance tax argument even more 
emphatically than they have 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 





A. B. Banks, president of the Home 
Life & Accident of Arkansas, an- 
nounces the appointment of James J. 
Harrison as active vice-president in 
charge of production. Mr. Banks says: 

“We have sought Mr. Harrison for 
important executive duties in our or- 

ganization. His unusual ability as an 
organizer and his experience in handling 
men have been known to us for some 
time. The Home Life, which has had 
a remarkable development during the 
past 20 years, will offer Mr. Harrison 
as production manager a fertile field for 
his initiative and energy. The home of- 
fice will remain at Fordyce, but Mr. 
Harrison will direct the agency force 
from Little Rock.’ 

Mr. Harrison graduated from Hend- 
rix College in 1914 and was superin- 
tendent of the Fordyce schools for 
three years. He spent 18 months in the 
military service. He organized 
American Legion in Arkansas and was 
elected department commander at 
first state convention. June 1, 1921 he 
launched the Forward Education Move- 
ment and became business manager of 
the Arkansas Educational Association 


through which the Forward Education 
Movement has been functioning. In 
six months the association more than 


doubled its highest previous enrollment 


of members, more than 21,000 teachers 
and citizens having enrolled 

At a dinner given Friday evening, 
Dec. 30 at Hartford in honor of George 


the | 


the | 


E. Bulkeley, vice-president of the Con- | 


a watch w 
by fellow officials t celebri 
years of service with the com- 
President R. W. Huntington 
made the presentation speech. 

Mr. Bulkeley went with the company 
in January, 1897 followit g his gradua- 
tion from \ nd President 
Huntington and several others of 
the officers, an In 
1904 he tuary of the com- 
pany, in 1917 second 
vice-p! esid 
in recent years 
largely to the 
agency force. 

Che agency organiza tion 1S 
to observe January as “Bull 
and to pass all “( 
duction. 


necticut General Life, 
to him 
his 25 


as 





pany. 


7 
aie, like 
of the 
began as office be Vy. 
was elected i¢ 
veg secretary, in 
ent and in 1919 vice 
he has 
j 1 + : 
aevelopment ot 


-president. 
himself 
the 


de vote d 


planning 
month” 
of 


IKeICY 


J 
s 


pro- 


ganizer of 
f the New 
hicago, suddenly 
Hospital, last Sun- 

Mr. Weil 
esentative of 
poimt of 
company 
being 69 years of age 
death He w 
ble and most contented n 
New York Life and a figure 
cago life insurat Id. 
to his work of agency organizer, 
was of the large producers for 
company. Some part of his time 
also. spent loping his 
orchard in Ala. Mr. Weil’s 
career has been almost entirely in life 
insurance, although he was connected 
with fire insurance interests in the 
early part of his life. At the age 
26, however, he sold out his fire 
terests and entered the services of 
New York Life, where he has 
since that time. 


Theodore Weil, 
the La Salle Street Branch « 
York Life in C 
in the Micl 
day, after an 
the living repr 
New Life, i 
tle with the 


years, 


ncy of; 


died 
lael Re ese ] 
operatior was 
oldest the 
York 
had bee: tor 
one ot Lie I < 
1en with the 
in the Chi- 
In addition 
he 
the 
was 
large 


ce wort 


one 


in deve 


Mobile, 


the 


an- 
sec 


The interesting engagement is 
nounced of Miss Marianne Clark, 
ond daughter of the late Presiden‘ 
Clark of the Union Central, to W. 
Howard Cox, assitant manager in the 
home office agency of the Union Cen- 
tral, of which John L. Shuff, president 
of the National Association of Life 
Underwriters is manager. Mr. Cox 
started in the actuarial department of 
the home office, but was induced by 
Manager Shuff to take charge of his 
office’ when he was appointed to the 
general agency Mr. Cox has _ had, 


given | 
ite | 


therefore, both a valuable home office 
and agency experience and has been of 
great assistance to Mr. Shuff in build- 
ing up one of the largest agencies of 
the company. He is a young man of 
bright promise in the insurance world 
and has already taken rank among the 


leading life insurance men of Cincin- 
nati. His bride-to-be is a charming 
young woman of musical and social 
gifts, endowed with many of the per- 


sonal qualities which endeared her dis- 
tinguished father to a large circle of 
friends 

Phillip N. Price, recently manager of 
the Montana offices of the Pacific Mu- 
tual Billings, Mont., and just ap- 
pointed to take charge of the Sheridan, 
Wyo., died last week in the 
Sheridan hospital. Mr. Price was one of 
the younger men on the staff of the 
Pacific Mutual, but a man who has 
made an excellent record. He was 25 
years of age. He was only recently 
appointed manager of the Wyoming of- 
fice in Sheridan, having made his head- 


in 


omee, 


quarters previous to that time in Bill- 
ings. He was active in social and civic 
interests in Billings, and was well 
known throughout the Montana terri- 
tory. 

The National Reserve Life of Topeka 
has announced the election of William 
Horley to a vice-presidency. Mr. Hor- 


lev has been with the Mid-West Life of 


Lincoln, Neb., for eleven years and five 
years ago went to Tope ka as the state 
manager for the company. He has re- 


signed from the Mid-West and will de- 


vote all of his energies to his new posi- 
tion. 

George L. ant superintendent of 
agencies of the Guardian Life of New 
York, left New York after Christmas 
for a three weeks’ trip to the west. 
On Dec. 27 he attended lively meet- 
ing of the Guardian’s Cleveland agency 


at which each representative pledged a 
1 zed quota for 1922 and « xpressed 


eood-si 


onfidence in attaining it. Mr. Hunt 
was in Omaha on the first of the year 
when the new manager of that agency, 
] B. Newto assumed charge. He 
a4 also visit the Kansas City, Sioux 
F: St Paul and Minne en 
agencies tur ne abot the m 1iddle TI 
January 

W. P. Phillips, auditor for the West- 
fern Life of Des Moin nes, had a narrow 
escape from suffocation when he tried 


service, 


of | 
in- | 


to rescue a gold ring which he had pur- 


chased for his wife from the blazing 
Western Life building when it was de- 
stroved by fire Christmas eve. Mr. 
Phillips had left his Christmas present 
for his wife in his desk. When he fled 
from the structure with his associates, 
he forgot ,to remove it. Later he re- 
membered. He dived back into the 
structure and was rescued by firemen 

s he was groping his way on the third 
floor. 

Commenting on life insurance condi- 
dene in Indiana at the opening of the 
new year, Frank P. Manly, president of 
the Indianapolis Life, says: “Business 


has been especially good in Indiana—in 


fact, much better than life insurance 
managers had a right to expect. Many 
| ofices show a gain over last year and 


been 


business, with an 
mortality. <A 


favorable 
favorable 


all report a 
exceptionally 


spirit of optimism over the prospects 
for 1922 seems to pervade all the local 
offices.” 

W. P. Robeson, who has been with 


the Dakota Life of Watertown, S. D., 
for 11 vears, as superintendent of agents 
has resigned and will go to Ripon, Cal., 
where he will make his future home. 
Definite plans have not been made for 
the future. Mr. Robeson is regarded 
as a thorough going organizer and has 
cot together a fine agency plant for the 
Dakota Life. Last year its business 
reached over $23,000,000. 
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ANNOUNCES FEATURES | 
AT THE CONVENTION 


Has 





Western & Southern Life 
Important Ingathering of 
Salesmen 








EXCELLENT TALKS MADE 





Some Important Departures Made | 
Known That Will Mean More 
Service to Policyholders 


| cinnati 


‘Back to | 
slogan at the 

Western & 
the 


CINCINNATI, O., 


first 


Jan. 8.— 


principles” was the 
innual convention of the 
Southern field 


home office held the closing two days | 


representatives at 


of the year, with a banquet winding up 
the affair on New Year’s eve in the 
company’s dining Although the 
past year has not been as satisfactory as 
full 


President 


room 


convention was 


and loyalty to 


previous ones the 
of enthusiasm 
Williams and 
forts to make the Western & Southern 


ne of the great life 


his associates in their ef- | 


institutions, Over 


00 men were in attendance, the super- 


intendent, assistant and leading agent 
each district. 
President Williams’ 


Williams in his annual ad- | 
company spirit and co- 
uid that the overloading 


families makes 


irom 
Talk 


President 
dress stressed 
operation. He s 


industrial business in 


for trouble and that the benefits accru- 
ing from small premiums, widely dis- 
tributed, among numerous families 
were a loss to a certain extent when 
the period of idjustment set in. The | 
lapses have come from the excessively 
large premiums and the most persis- 
tency has been found in the smaller | 
premiums. He also laid upon the super- | 


intendents the injunction to seek always 


for better accept- 
kinds of 
turnover is due 

superintendents 
and it is 1nportant to 
that they select | 
s responsible em- 
Conditions in 
been radically 
trom the two | 


agency material, not 
vices ot any or all 
Che 


selection by 


ing the se1 
solicitors agent 
to the poor 
in the first place, 
the industrial 
it with the 
plovees in other lines 

industrial insurance have 
different the past vear 


years ant 


business 


Same Care a 


previous is necessary to } 


l 
ne¢ thods ot 


return to the old 1 straight 
nvass and hard, steady work 
[The company made a number of im- 


portant announcements 


I 
Important Announcements Made 


» 1999 placing 


Commencing Jan. 2, . it is 
ill its industrial policies with full im- 


mediate benefit. This will be retroac- 
tive and apply to all polick s issued 
after July 4, 1921, where death occurs 


after Jan. 2, 1922. 

On infantile policies the company is 
eliminating the column headed “Bene- 
fits Under Six Months” and these polli- 
cies assume immediate benefits under 
the column “Under One Year.” The 
company has adopted probably one of 
the most liberal retroactive principles 
of any industrial company. It has made 
all policies and benefits retroactive, in- 
volving the ultimate payment of 
$6,000,000 not provided for in the policy 
contracts. 


some 


New Plan of Compensation | 


[The company has also adopted a new 
system of compensation to agents by | 
which in the ordinary department a, 
somewhat less commission will be given 
the first year, the deductions being 
added to the second year, thus encour- 
aging persistency. In the industrial de- | 
partment the same principle has been | 
applied and a premium put upon the |! 
persistency of the business. This year | 
for the first time a fixed quota has been | 


assigned to each district for the year 
1922. 

H. W. Koons, superintendent of the 
West St. Louis district, led in indus- 
trial increase and F. G. Ledder of West 
Cincinnati in ordinary. 

Real Insurance Salesmen Needed 


The sentiment of the convention was 


| 
| 


that the time for order-takers is past and | 


for real insurance 
The company 1s 


that the 
men has 


time 
arrived. 


sales- | 


stressing the need to canvass new tami- | 


lies this year and to adopt the old meth- 
ods of the straight canvass. “Quality, 
not quantity” is to be the Western & 
Southern goal for 1922. 

One of the best addresses of the 
meeting was that of Judge Wm. H. 
Lueders of the probate court of Cin- 
who is a director of the com- 
pany and who spoke on “The Benefits 
of Life Insurance.” There were calls 
for Judge Lueders’ address, which was 
one of the ablest canvassing documents 
ever presented 
agents. 

Friday afternoon was given up to ad- 
dresses by Vice-President Chas F 
Williams and Superintendent of Agen- 


cies Lewis Stentz, Maxwell D. Schriever 
and Samuel H. Smith. In the evening 
a complimentary theatre party was 
given by the president at Keith’s thea- 
tre. 

Other Talks Were Given 


Saturday morning the talks were by 
Manager and Actuary of the Ordinary 
Department S. E. Stilwell, Assistant 
Secretary H. Thomas Head, Secretary 
John F. Ruehlmann and Vice-President 
H. W. Wannenwetsch. Saturday after 
noon was devoted to the regional meet- 
ing and in the evening the annual ban- 
quet was held. 

In common with other companies the 
Western & Southern suffered to 
some extent :as regards business 
and renewals in 1921 but it has now 
passed the period of readjustment and 


has 
} 


new 


| has absorbed the very large business 
written in 1920 and 1919, and will get 
back into its old stride in 1922 under 
the able guidance of President Wil- 
| liams. The Western & Southern is on 
of the great companies of the west, has 
t remarkable organization ind has 
forged ahead during the w nd post- 
war periods at a rate equaled by few 
companies. The year 1921 was in a na- 


ind the company 
old-time vigor 


ture of a readjustment 
will now with 


and progressiveness. 


proceed 


Joseph M. Fouts, who recently re- 


signed as agency supervisor of the State 


Life of Des Moines, has gone with the 
Royal Union Mutual of that city in a 
similar capacity. Mr. Fouts has made 


a good record in his field work. 


to Western & Southern | 





Capital, $200,000.00 


Originators of the 
‘Multiple Option” Policy, 
a three-in-one contract. 
A good policy for the 

live wire. 


A company born in the West 
built for western people, 
by western men. 


GOOD AGENTS WANTED 






‘ety 
Sak 






Progressive In Its Ideas 
Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 











The Globe Mutual Life Insurance Company 


OF CHICAGO, ILLINOIS 
Results for 1920 


Gain in insurance in force over last year (1919) 128 per cent 
Gain in interest income es . 7 * 
Gain in insurance written 
Gain in assets 


g- 
“ “ “ e 50 “ 


EN, es an 
Average gain — = 


The above figures are the results of the highest grade of 
service to policyholders and representatives 


THE LATEST IS CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 
SERVICE 
T. F. BARRY, President, Gen’I Manager and Founder 








beneficiaries. 


field force. 





B. H. WRIGHT, President. 
STEPHEN IRELAND, Superintendent of Agencies. 





STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Has shown steady and consistent growth. 


Is progressive in every detail which is for the benefit of its policyholders and their 
A Home Office organization trained to render efficient service to policyholders and 


An agency organization that is capable, and loyal, happy in the knowledge that 
the protection and service furnished by its activities are unexcelled. 


D. W. CARTER, Secretary 
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ToR DIGEST OF THE 1921 REVENUE ACT ir 
Oo ent Bank Floor Many Changes of Distinct Interest Were Made in the New Law at 

— e e | BY ARCHIBALD HARRIS & CO. 4 the 
Westminster Building Certified Public Accountants, Chicago ma 
GENERAL | of stock, securities, or both, are in sub- — 

™ a ASI = real ae ; ve Stantially the same proportion as their A 

7,500 square feet on choice corner in heart of — |}/ Bit 203 Disrminns, Gaim or tow interests in the property before transter ta 
* should be included in an inventory the | 00. ae ake om. cad ~ ae ’ at 7 dist 

Chicago Loop, basis shall be the last ieeineniiien value. | ee Be ail ag Ait pn os se a ace tion 

In case of a gift received after Dec, 31, stock of 1 

1920, the basis shall be the same as if | — aS = 


\ new provision as to property which one 
the donor, or the last person by ho it vil iggy rete alias. 202 
Dearborn & Monroe Sts., S. W. Corner nan teat sunsived a. a gift, He oa te ex compulsorily oe. Ses untarily ; a ined 


verted into cash or its equivalen 
























































case of a gift received before Dec, 31, | “ ’ © . co a rropert. im 
1920, the basis is the value at the date of waned Reed Le yp Hg soot hag len: ‘ ai _— him 

- of receipt In case of property acquired | ina os idilv neationbie cenainad value ri A 
Very desirable for a Life Insurance General Agency before March 1, 1913, the basis is cost, | Peiner with money or other property tior 
° . ; which has a readi realizable market —_ 
o l March 1 alue s nore li or Dp 
or Investment House. Near shopping district— sant? MS salen te enone Bae | aes nies ody 
m e price over such value, a 

Banks and Post Office, just a square from State and (2) “If March 1 value is less than cost | Deductions (Section 214)—Interest on pri 
di , . the deductible loss is the excess of the | indebtedness incurred or continued to iga 
Ma 1son, the world Ss busiest corner. March 1 value over the selling pric purchase or carry obligations of the U. S. Sect 
(3) If the selling price was more than | issued since September 24, 1917, may be ing 
cost, but not more than the March 1! claimed if the interest is wholly exempt by | 

A 

WILLIS & FRANKENSTEIN _ ais 

° . ° ‘. por 
Westminster Building Many changes of distinct interest to the taxpayers have been made in ucl 

CHICAGO the new revenue law. These changes, with comments where necessary, the 
are shown herein. se 
Arrangements have been made with Archibald Harris & Co., certified | pv 
public accountants and counsellors on accounting and federal taxation divi 
for various financial and industrial bodies, with general offices in the prot 
Marquette. building, Chicago, to answer any questions of readers of THE 1913 
- *y° * @ NATIONAL UNDERWRITER on either the new revenue law or the old SI 
Improved Disability } rovision revenue law. In light of the many changes in the new revenue law and _ | in | 
the number of additional tax assessments coming in on the old revenue — 
law, THE NATIONAL UNDERWRITER feels that it is rendering its — 

Claim may be made as soon as disability occurs—no probationary readers a distinct service by this arrangement. = 
period. | nee 
i - the 

Payments begin immediately on approval of claim—no proba- wales. of te hens than cost bet Bet tens | ently ta case the ebilentions were oris- the 
tionary period. | than the March 1 value, no gain and no|inally subscribed for by the taxpayer, Inti 
i Sos : loss This is a new provision depe 

a payments, lifelong, conditioned on permanence of dis- In an exchange of property no gain or | Losses may not be claimed in ¢ i ofa alice 
Ability. ioss shall be recognized unless the prop- | sale of stock or securities after Nov. 23, cons 
y erty cain has a readily realizable 1921, where it ppeati that within 360 fron 
Immediate waiver of future premiums—no waiting until next market value, But even if it has such | days before or after the sale the tax- and: 
, market value no gain or loss shall be | payer has purchased substantially id yor 
anniversary. eamaiehtin. tical property ine tl l i so ; z 
"} Pop | Quires “ eld by the taxpayer for any pora 
Full amount of insurance paid when insured dies, without deduc- = an Set ee aeenety Se Po Reg Sy 
investment or for productive use in a CEES SECS = Soo : - 
tion for disability payments or for premiums waived. trade or business (not including stock-in In Section , a bing a oe c201 - . wth 
ade or other property held primarily for corporations, this loss Is not all : ; 
This new disability provision brings the service of America’s for sale) is exchanged for property of a | “unless such claim is made by a dealer in in 
oldest legal reserve life insurance company still closer 'o the needs like kind or use ge i Bic neg ca egy agli = - al ae 
of the i insuring public. (2) When in a reorganization a stock- | * ee ; . yet or onerede 1 
holder receives in place of stock or se- | Course OF ItS business \ woe: owes : , 
. curities owned by him stock or securities | #9 oversight on Ut beads = ry “ | re 
For terms to producing Agents address in a corporation a party to or resulting | Met to provide +r the des " ms ac " . 
from sucl eorganizé on, Reorganiza- losses sustained by individua wee s = 
Th ——_ eS ~ 
M | (3) When a person transfers property In the en — oy Gre, agin 
e utua Life Insurance Company to a corporation and immediately after shipwre oe eg a Rete 4 noay rs ; Ne 
of New York -~ transfe ioe rr enecia . - en —— : ete Range poco peg tO ICS SAP are pa 
ion or rere o o more yer- alue a ‘ la a 

34 Nassau Street, New York sons transfer property to a cor-| Debts found to be worthless in part —_ 
poration nd immediately after the | may be charged off mn part and provi- dedu 

transfer are in control, and the amounts | sion is made for the deduction of a rea- ind 

sonable addition to res for bad ma 

1 | debts. Depreciation of property owned net 

66 ‘ ; ” ‘ on March 1, 1913, to be based on the fair suc 

A New “Ordinary Life Select” Policy um Senedh 2, S988, to tee Benes ou tho Sot ~ 
Issued by the tion may be allowed for any taxablk = 

vear ending before Maret 1924, if tae 

ye egy 

4 CONTINENTAL LIFE INSURANCE COMPANY [iin if etnies aie iinet 

. san . > 1990 and 19 Pa 

KANSAS CITY, MISSOURI gg Ptegeicch Psinge De gine new 
EE new provisior regarding thie ea oO . 
ASSUME YOU CARRY $10,000.00 ment of property compulsorily or invol >= 

The Company Will Pay untari nverted into cash or its equi. nae 

For Natural Death - - $10,000.00 For Accidental Death - - - $20,000.00 } xpDa t pro a : 

For Total and Permanent Disability, a monthly income to the inoured of - - - 200.00 ‘ : r 

For Major Surgical Operations (Maximum) ~ - 200.00 of the sa in rtain n te of bu 

For Loss of Right Arm above Elbow or Loss of Either Les above the ince - 5,000.00 vhich is th stablishi replace idd 
For Loss of Right Arm below Elbow or Left Arm above Elbow - - - 3,000.00 ment fund mont 
For Loss of Either Leg below the Knee - - - ~ - 2,500.00 * = @ Ta 
For Loss of Left Arm below Elbow or Loss Entire Sight ‘Either Eye - - - 2,000.00 be a 
NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. Dividends (Section 201)—Distributions turn 
BEN H. BERKSHIRE, President P. R. SCHWEICH, Sec’y and Supt. of Agencies made by personal service rporations retul 
out of earnings or protlit nu t 1916 
! shall 
~ ° ORGANIZED 18650 oa 
| ff, —_ PP - 
Ae (P . 4 ican 
s Vp au 

Under Our Direct General Agency Contract Vs Ye ot VA, “es Z time 

Our Policies Provide for A hh £( Z — 
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Double Indemnity Disability Benefits _ at ee rs 


Reducing Premiums 2 INSURANCE CO. . 
SEE THE NEW LOW RATES 66 BROADWAY NEW YORK yet 


the t 
ducti 
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between Dec. 31, 1917, and Jan. 1, 1922 
not taxable as dividends. Every dis- 
tribution deemed to be made from most 
recently accumulated earnings or profits 


to the extent of such earnings or profits 
accumulated since Feb, 28, 1913, but afte: 
the distribution of such earning 
earnings or profits accumulated 1 ! 
increase in value of property acquired 
before March 1, 1913, may be distribu l 


exempt from tax. 


A new provision is that if any such 
tax-free distribution has been made 
distributee shall not be allowed a dedus 





tion for any loss sustained from th 


of his stock unless, and then only to the 
extent that the basis provided in S ! 
202 exceeds the sum of the amount rea 
ized from the ale and ] imeregate 
amount of such distribution received b 
him. 


Another new provision Any 


tion madé by corporation to its share- 
holders otherwise than out of earning 
or profits accumulated since Feb, 28 ) 
tr earnings or profits accumulated, « 
increase in value of property quired 
prior to March 1, 1913, shall be applied 
igainst and reduce the basis provided ir 
Section 202 for the purpose of determi: 
ing gain derived from the sale of st 
by the distributee 

Another new provisior If after ! 
distribution of a stock dividend the 
poration cancels or redeems its stocl 


such time or in such manner as to mal 

the distribution and cancellation or re 

demption equivalent to a taxable div 

dend, the amount received by the shar 

holder shall be treated a a taxab 

dividend to the extent of the earnings or 
profits accumulated since February 28 
1913, 


shall include a 
date upon 


Shareholders 
income as of the 
cash or other property is ur 
subject to their de 


in gross 
which the 
qualifiedly mads 

* > > 





Exempt Income—Proceed f fe in 
surance policies paid upon tl death of 
the insured This is new as it allow 
the exemption to recipient corporations 
Interest on postal savings certificate of 
deposit. The income of a nonresident 
alien or a foreign rporation whicl 
consists exclusively « ul ngs der 1 
from the « ration of a ship a ument 

nder th iws of a foreign ounti 
vhich llows equivale! exemption 
itize f tl Ss ind do sti 
porations 

oe 

Fiduciary Returns (Section 225) — 
Every fiduciary ercept i ‘ ver ap 

nted by la i I s i 
f tl p ! ‘ } " 
nal L re n for 

) Inve i lu \ 

if if in possess of | ! pet 
liabl fo return under 8S I 

(2) Kiver ‘ ite or 
nonresident alien beneficiar 

Inventories (Section 205)—No0 

> > > 

Net Losses (Section 204)—! x] 
Sustains a t it in i beg ng 
ifter Le ii be l 192 | 
deduction ft ich loss it next i 
ind if the ne loss is 1 viped it h 
may take a deductis i th emaining 
et loss : 1inst his i [ t nex 
succeeding ear For a f eal d 
ing in 1921 hat propor I f tl 
which the number of montl ir 12 
bear to tl twelve months’ period, 1 
be taken as deductior 

Payment of Taxes (Section 250) — A 

w provision Any deficiens ne dus 
» neg I il intere i I 

of 1 ont! If 
leficier is due t eL 
ional d gard fru a 
but Ww l I s 
added and iteres i r 
month 

raxe d ind i 
l iss sed within f ifte 
irn is filed If uj i o! 
return made unc ! I \ 

1916 or ar ut q i i x ra 

t i ix ad l x 
shall be giv pe i ! 

30 day ifter mn s sent by 1 
mail in wh l f a il 

A new pr sior lt i f d 
ciency except one due neg I 
fraud, the omn romay x i t) 
time for the pa ner ft s ad 

t more than 18 months from the pa 

ge of this act. Bond may be required 
nd in lieu of othe terest there 
b 1idded interes it ra f 
l 1 month fr n th Y f tl x 
ion unless othe st provided 
law is In ex¢ s ol f 1 i it 


Refund (Section 252)—If invested cap- 


ital for 1917 or any subsequent year is | 
decreased by the Commissioner because | 
the taxpayer failed to take adequate de | 
ductions in those years then notwith- | 


dividend | 


standing the expiratic of the 5-vear ly 
limitation the amount of the excess sha 
and without filing any clai: therefor, | 
be redited or refunded. 
Returns (Section 12307) — Whe | 
! ss deer I I j ma 
1 ] rn b i 1 ‘ 
i ’ t " } nih ? 
vhether h } oO il 1 
x Ss Oo s l Z, 
bd | I I { I I } ‘ 
aver 
Returns for Period Less Than 12 
Months (Section 226)—When return coy 
I than 12 mont t net it ” 
hall be multiplied by 1 and « led b 
! number of montl covered by he re 
t and th tax sha be such part of 
mputed on sucl I as tl 
numt of months covered |! he retur 


Time for Filing HKeturns (Section 227) 
Nonresident ndividuals nd 
porations shall file on the Ht da of 


\fmfili 


filing separate 


(Section 
owed cret for tax paid 





(Section 220) — It 


d or availed 
nting payment of irtax 
kholder by permitting ts gail 
ulate } 
l huted. there shall be added to the 
egular tax a tax equal to 25 0 








SO )p— Tax pa ibje 
nnecessary investigations and only one 
s I i »f i ixpa I ha I 
ad tor ich i ! ix 
1esSts otherw inl } ‘ ! 
ifter 1 ! l fies 
ixp rip ! tha other x 
ition is ! ssa 
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it ni? I ire 
el ! bondl a I 
mrpor the 
fa = hold ow 
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1 from a don cor 
t d to benefits of S t 
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hos 1 s ir for 
r d f m source withir Ss 
n porat st N i 
shareholder and iid by 
ma be n 1 by 
A 1 “ vis \ 
| it r ! 
Loss s ’ } ned ise 
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whet } t 
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! pure ! 
nropert ] 
d ~ 
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LIFE INSURANC 


-E EDITION 





onths 


rizgn 


6th month followi: end xal 


ear instead of the rd 


t nnecessary Ii xaminations (Section 


CORPORATIONS 


Consolidated 


Returns (Section 240)— 
ited , , 


corporation Eiver opt r 
or onsolidated re 


Returns 


turns 
(Section 239)— | 





Corporation 


Each corporation sha nelud 
turn a statement of such facts as will | 
enable the commissioner to determine 
the portion of irnings of tl ry | 
tion accumulated during the taxal 
which have been distributed or ordered 
to be distributed to its stockholders dur 
ing such year 
Credits Allowed Corporations (Section 
| 236)—_{A domestic corporation havins 
net income of 3 000 oF ‘ allowed a 
lik credit of 32,000 bu f net 
come is more tl 25,000 l ta 
s tior o si ot N ed 
“ i would ! 
redit were allow 
net in 





Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—l-— 
Contract direct with the 
Company. 

—{} = 
Over $125,000,000 of in- 
surance in force. 

—{}- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 





Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, II. 








Credit for Tax in Case of Corporations 





2238 )— 


orp itior hall be i 


* . . 


Deductions Allowed Corporations (See- 


<ureive> Tothe Man Who Is Willing—and WILL 





= : a 
‘Oo y We are prepared to offer unusual opportunities for 
y 1\ money-making NOW and creating a competence for 
ol 8 the FUTURE 
va 0/ For Contracts and Territory, Address 


President 


H. M. HARGROVE - 


Beaumont, Texas 








Rates per $1000.00, age thirty, includes Double Indemnity for accidental death from any cause 
and a premium waiver with $10.00 monthly income disability. 


Ordinary Life 


Endowment Age 50 $44.82 


20 Payment Life. . . 31.12 Endowment Age 55 33,15 
20 Year Endowment...... 44.82 Endowment Age 60 29.52 
Coupon Bond coe Soe Endowment Age 65... . 25.78 
Endowment Age 85...... 22.37 Endowment Age 70... 20.42 


District Manager wanted for Cincinnati and surrounding territory. 


THE GEM CITY LIFE INS. CO., Dayton, Ohio 








Evasion of Surtaxes by Incorpeorntion 








Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 








A Wider Field 
An Increased Opportunity | 


Our Agents can sell policies on the annual premium plan, up to $3,000, to young 
men and young women as young as age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 

As regards adults, we write contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity provisions covering fatal 
travel accident only, as may be desired 


We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 


We insure males and females at the same rates 


OLD COLONY LIFE | 


INSURANCE COMPANY | 
CHICAGO, ILLINOIS | 














12 





THE NATIONAL UNDERWRITER 


January 5, 1922 











Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force . - $58,000 ,000.00 





JAMES A. McVOY 


Vice-President and General Manager 








Oo 


$50.00 A WEEK FOR LIFE 


4 while totally disabled from either injury or illness. $6,000.00 
{ fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12,000.00 last year. Does it in- 
terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 














Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 








AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


Alabama Kansas New Mexico 
Arkansas Kentucky North Carolina 
California Louisiana South Carolina 
Florida Mississippi Oklahoma 
Georgia Missouri Tennessee 


Texas and Virginia 


For information regarding them write to 


Cc. S. HUTCHINGS W. J. SHAW 
Agency Mer. Agency Mer. 
Ordinary Dept. Industrial Dept. 











| election) 





may, however, elect to be taxed as mem- 
bers of a partnership. 

Exempt Income: Proceeds of life in- 
surance policies paid upon the death of 
the insured. This is new as it allows the 
exemption to recipient corporations. In- 
terest on postal savings certificates of 
deposit. 

Net Income of Corporations (Section 
232)—Net income of foreign corporations 
or corporations taxable under Section 262 
shall be computed under Section 217. 

Partnership and Personal Sertice Cor- 
porations (Section 218)—Personal service 
corporations not taxed for 1921 but 


thereafter taxed as regular corporations. | be very welcoms 


Taxes on Corporations (Section 230)— 
Rate for 1921, 10%; for future years 
124%4%. Excess profits tax same for 1921 
as 1920. Repealed for 1922 and subse- 
quent years. No change in rates for 
i921. Personal service corporations not 
exempt after De 31, 1921. 

Withholding on Corporations 
237 )—For 1921, 10°; for 
12144%, except in case of interest on tax- 
free covenant bonds. In this case with- 
holding shall be at 2%. 

* . . 


(Section 
future years 


INDIVIDUALS 


Capital Gain 
taxpayer (other than a 
rives a capital net gain the tax (at his 
shall be the sum of a tax com- 
upon his ordinary net income at 
regular rates prescribed by 
and 211 plus 12% of the capital 

the tax in no case jo be less 
214‘ of the total net income 
Bill allowed this provision 
corporations but it was cut out by 
Conferees. 


Credits Allowed I 
Tax Purposes 


206)—In case a 
corporation) de- 


(Section 


puted 
the 


"10 


Sections 
net 
than 
The 
for 
the 


gain 
l 


Senate 


dividuals for Nermal 
(Section 216) — Amounts 





received as dividends from a domestic 
corporation other than one entitled to 
the benefits of Section 262 (Section 262 
provides that citizens of the U. S. or 
domestic corporations may, under certain 


taxed only on income from 


conditions, be 


sources within the U. 8.) 

Dividends from a foreign corporation 
when more than 50 of its gross income 
for the three-year period ending with its 
taxable year preceding the declaration of 


such dividends, was derived from sources 


within the U. S 
Personal exemption allowed head of 
family, or a married person living with 


husband or wife, $2.500 unless net income 
is in excess of $5,000, in which case per- 


sonal exemption is $2,000, but in no case 
hall the reduction of the personal ex- 
emption from $2,500 to $2,000 operate to 
increase the tax which would be payable 
it the exemption were $2,500 by more 
than the amount of the net income in 


excess of 
Credit for 


$5,000. 


dependents, $400 


instead of 
» interest on obligations of the U. S 
and bonds issued by the War Finance 
Corporation which is included in 
income, 

Nonresident aliens 
as are American citizens 
Section 262 Neither allowed 
for dependents, 


g£ross 


allowed only $1,000 
taxable under 
$490 credit 
* . os 


Credit for Taxes for Individuals (See- 





tion 222)—As in the 1918 Act citizens of 
the U. S. receive subject to certain lim- 
itations credit for income, war profits 
and excess profits taxes paid to any for- 
eign country. In the new law it is not 
necessary that the income upon which 


such foreign taxes was paid was derived 
from sources within the foreign country. 


| making 


| 221)—On 


This does not mean a deduction from 
gross income but a credit against taxes 
An alien resident of the U. S. may receive 
a credit for such taxes paid to any for- | 


which he 
similar 


the country of 


allowed a 


eign country if 


is a citizen or subject 
credit to citizens of the U. 8S. residing in 
such country. Under the 1918 Act alien 
residents were allowed credit only for 
taxes paid to their own country. The 
above credits not allowed in case of a 
citizen taxable under Section 262 
Deductions (Section 214)—New provi- 
sion allowing traveling expenses, includ- 


for 
from 


amount expended 
while away 


ing the entire 
meals and lodgings 
home on business. 

Estates and Trusts (Section 219)—Sev- 
eral provisions here are new in law but 
follow the regulations worked out by the 
Department under former laws. 

A new provision which refers to a trust 


created by an employer as a part of 


stock bonus or profit sharing plan. Such 
trust shall not be taxed by this section 
but the amount made available to any 
distributee shall be taxable to him in the 
year in which so made available to the 
extent that it exceeds the amounts paid 
in by him. 
>. > * 

Exempt Income—Amounts received un- 
der the War Risk Insurance and the 
Vocational Rehabilitation Acts, or as 
Pensions from the U. S. for services of 
the beneficiary or another in the military 
or naval forces of the U. S. in time of 
war. (This latter part is new and will 
to Civil War veterans or 
of the Spanish-American War, who have 
always had to pay on their pensions. 
This applies also to widows of veterans.) 

Amounts received not in excess of $300, 


by an individual between Dec. 31, 1921, 
and Jan. 1, 1927, as dividends or interest 
trom building and loan associations op- 


exclusively for the 
loans to members. 

The rental value of a dwelling fur- 
nished to a minister of the gospel as part 
of his compensation. 

Individual Returns (Section 223)—Mar- 
ried must file returns if net in- 
$2,000 or more. Every individual 
income of $5,000 or more 


erated purpose of 


persons 


having a g1 


must file a return regardless of amount 
of net income If husband and wife have 
aggregate net income of $2,000 or more, 
or an aggregate gross income of $5,000 
or more, each shall file return or they 
shall file a joint return in which case 
the tax shall be computed on the joint 
income. 


* * * 


Interest on Liberty Bonds—lInterest on 


First Liberty Loan Bonds is entirely 
exempt for all time, as is interest on 
Victory Notes, 3% %. 

Interest on $5,000 principal of any tax- 
able Liberty Bonds (not Victory Notes) 
l S. Certificates of Indebtedness or War 
Savings Stamps exempt during life of 


securities 


Interest on $30,000 First Liberty Loan 
$14° 2nd Converted (1st converted un- 
der Fourth Liberty Loan October, 1918) 
This exemption runs for two years after 


termination of war as fixed by proclama 


tion of President which was July 2, 1921 
Interest on $125,000 of 4° and 44° 
Liberty bonds exempt for 2 years after 
end of war and for 3 years more on 
50.000 of such bonds All the above 
exemptions apply to both individuals and 


Liberty 
the 


All other 


repealed by 


corporations for 1921 
Bond ex¢ are 
Revenue Act of 1921 

Net Income of Nonresident Individuals 
(Section 217) — This defines in- 
come used in connection with Sec- 


mpt 


ions 





Section 
to be 
tion 262 
Normal Tax 
-artnership 
Partnership returns shall be 


(Section 210)—No change. 
Returns (Section 224) 
sworn to by 


any one of the partners 
a al > 

President and Judges’ Salaries—Salary 
of the President and the United States 
Judges are again made taxabls 

Surtax (Section 211) — No change for 
1921; for 1922 and subsequent years the 
1‘ tax begins at $6,000 and the maxi- 
mum rate of 50% applies to all net in- 
come in excess of $200,000. 


Withholding at the Source (Section 
fixed or determinable annual or 
periodical gains paid to a nonresident 
alien individual or partnership, 8° 
be withheld. 

In case of tax-free covenant bonds 
shall be withheld regardless of the citi- 
zenship of the bond owner. Withholding 
returns must be filed on or before March 


sha 


1 of each year and the tax must be paid 
on or before June 15 Tax withheld on 
tax-free covenant bond interest is not 
to be included in the gross income of the 
cbligee. 


No withholding on interest on deposits 
with persons carrying on a banking busi- 
paid to persons not engaged in 
business in the I S. and not having an 
office or place of business therein. 


ness 


B. E. Ellis, who joined the West Coast 
Life about three months ago as agency 
supervisor in charge of the Sacramento 
Valley territory, has been advanced to 
assistant superintendent of agents and 
will directly assist Superintendent Otto 
Langpaap in the development of the 


® ' California districts. 





10 So. LaSalle St. 





CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 


Chicago, Illinois 
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OFFERS NEW SERVICE 


PLAN OF NEW DEPARTMENT 








Equitable Life of New York Tells About 
Its Conservation and Service 
Division 











The Equitable Life of New York an- 
nounces that a department of conserva- 
tion and service has been created which 
will be under the supervision of Second 
Vice-President John A. Stevenson, with 
Albert G. Borden, inspector of agencies 
at large, in charge. The sales research 
division will hereafter be under the su- 
pervision of Second Vice-President 
Stevenson with H. A. Richmond in 
charge. Regarding the conservation de- 
partment the company says: “This de- 
partment will have general direction of 
the conservation plans of the society. | 
Special attention will be given to out- 
standing insurance as well as to the 
health service now being offered by the 
society. The department will also serve 
the agency force through the develop- | 
ment and direction of programs having | 
to do with conservation of time and re- | 
sources of our managerial and sales | 


staff. 


PREPARING FOR THE CONGRESS | 





Indiana Association of Life Under- | 
writers Is Rounding Out a Very 
Interesting Program of Speakers 





The Indiana Association of Life 
Underwriters is perfecting a program 
tor the sales congress to be held in 
[Indianapolis on Jan. 12, which, it is 
believed, will be one of the best sales 
congresses ever held in the country. 
There will be morning and afternoon 
sessions, with a banquet in the evening, 
and every minute of the time is to be 
filled with practical and helpful selling 


talks and discussions The headliners 
on the program are Griffin M. Love- | 
lace of the Carnegie Institute, John 


L. Shuff of Cincinnati, president of the 
National Association of Life Under- | 
writers, and Darby A. Day of Chicago, 
manager of the Mutual Life These | 
men not only have records as big per- 
sonal producers but they are unusually 
qualified to impart their knowledge of | 
how it is done to others. The mem-| 


putting forth every effort to secure a| 
large attendance, and there will be 
many agents present from outside of | 


Indianapolis. 





Good Record for Year 


Writings in the eastern Wisconsin 
district of the Bankers’ Life for the 
vear just closed, has been of greater 
volume than in any similar period in 
the history of the Bankers’ Life, ac- 
cording to Alvin H. Frazier, district | 
manager for the company in Milwaukee. 
This he attributes largely to the spirit 
of thrift that has come with the tighten- 
ing of all lines of commercial and in- 
dustrial activity. Mr. Frazier will at- 
tend the conference of the Bankers’ 
Life in Washington, D. C., Jan. 5-6, | 
where he will deliver an address on 
“Life Insurance as a Profession.” 





Merchants Life Expanding 


MINNEAPOLIS, MINN., Jan. 3.—| 
The Merchants Life & Casualty, which 
‘s increasing its capital from $100,000 to 
$150,000 is preparing to write life as 
well as an accident and health business 
on the non-participating basis. Later 
on the company expects to add genera! 
liability and plate glass insurance to its 
lines, and will eventually issue work- 
men’s compensation policies. This 
change will enable the Merchants to 
write practically all classes of business 
except fire, which will be handled by | 
the American General of Chicago, 
which is controlled by the same inter- | 
ests that head the Merchants Life & 
Casualty. 


The Close of the Day’s Work 


HEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 
failures during the past year, you then more policy contracts and liberal commissions, is 
than any other time keenly realize the im- an incentive which should interest any am- 
portance of a helpful constructive home bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 


such failur: s. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and We would like to hear from several 


a direct co-operative spirit generously given. good men for important field positions 


Inter-Southern Life Insurance Compan 
JAMES R. DUFFIN, President LOUISVILLE, KENTUC 








A MILLION A MONTH IN MICHIGAN 


That is the record established by agents of the Detroit Life. That is our record of business written in Michigan 


each month during 1921. We are very proud of this showing. It is evidence of progressive co-operative effort. 


The Detroit Life has agencies and offices in most towns and cities in Michigan. Yet there are a few openings for 
high-class representatives in some Michigan communities. Any life insurance man or woman anxious to make a new 


afh-z ation will do well to communicate with us. 


HOME OFFICE 
Corner Woodward and Forest Avenues 


DETROIT, MICH. 
M. E. O'BRIEN, President 


DOWN-TOWN OFFICE 
No. 1005 Majestic Building 
DETROIT, MICH. 
JAMES D. BATY, Secretary and Treasurer 











SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 


O. W. JOHNSON, President 
INSURANCE IN FORCE . ‘ ; ; ; $37,000,000 
. . ° 4,074,586 


Assets ; y 
3,453,460 


Payments to Policyholders since Organization 


Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and Manager of Agencies 














The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE Co. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, General Counsel 
MUNCIE, INDIANA 
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SER George Washington Life Insurance Company 
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Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 


particulars address 


Sores ERNEST C. MILAIR, Vice President and Secretary 
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THE NATIONAL UNDERWRITER 








IF YOU ARE BIG 


enough to Develop and Hold 


A DISTRICT 


of Four or more Counties in Chio, 
Indiana, Illinois, Missouri or lowa, 
getting, training and handling the 
necessary agents, write-NOW-to the 


FARMERS NATIONAL 
LIFE INS. CO., Chicago, III. 


F. NN. L. BUILDING 
3401 Michigan Ave. 


N. B.—Full line of policies, for ages one day to sixty 
years, with accidenta! death and monthly income total 
disability provisions. 











Confidence - Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 
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otel Ja Salle 


Chicago’s Finest Hotel 
Hotel La Salle has won this 


title with an experienced and 
critical public because of its 
happy blend of old and 
new ideals. 


. 








“ml 


sre HC| 































ras 

ae kas ; x a. 

| § SS ye <4 

| 3 as yrs if] _ 
JS oes Hotel La Salle 

4 PS oh ay is 

a) 8 a8 $33 iy oS 

i\ H ai 3 ay 3 is answers every modern demand 

Kal 3 au is is in equipment, cuisine and serv- 
oe Ve : a4. . ° . 
Wa| 285 wins ice with nothing lost of old }& 
baMelL 2 99% see ee tar Pa : ake " 
et ree ii fashioned hospitality and home- ns 

D : sr 20s like comfort. 


% “TTTITITIMIL III rr ee 


won 








FRATERNAL CRITICIZED 


jenna BENEFIT ATTACKED 


Topeka Association Severely Rapped by 
Insurance Department Examiners 
Because of Its Methods 


LINCOLN, NEB., Jan. 3.—The in- 
surance department has on file a re- 
| port of the investigation of the Security 

Benefit Association, a fraternal of 
| Topeka, Kans., which was formerly the 
Knights & Ladies Security. The 
report criticises a merger between that 
company and the National American of 
Kansas City. The report states that 
thousands of dollars were paid to offi- 





ot 


cers of the National American as 
commission to bring about the merger. 
It is stated that this money should be 


paid to the membership and not to the 
officers. The report attacks the method 
of handling the pay-roll and charges 
that the president of the Security Bene- 
fit drew monthly checks of from $8,000 


to $12,000, and in many instances re- 
ceipts for money spent on pay-rolls 
were not available to investigators 





“As a whole the loans, 
mortgages and paper connected with 
the association are the worst coming 
under our observation in years.” 


The report says, 


Drew Agency’s Big Record 


The A. A. Drew agency of the Mu- 
tual Benefit in Chicago had the biggest 
month in the history of the Chicago 
agency in December, paying for a 


total of $1,287,000. The nearest month 
in paid-for business was December, 
1918, when $1,075,000 was paid for, the 
third largest month being in 1912. The 
agency force paid for $375,500 on the 
last day of the month. Of this amount 


there were four $50,000 policies, the re- 
mainder being small policies. The De- 
cember total was $500,000 more than 
in December, 1920. The total sub- 
mitted business was $1,626,500. The 


ecember total brings the amou aid 
D I total br tl mount paid 


| for during the entire year 1921 to 
| $8,313,000. The total is still behind last 
| year’s, however, by about 17 percent 
' The agencv’s record is partly due to 
the results of a competitive scheme put 


| liquidating the Catholic Relief & 


into operation during the month of De- 
| cember. The agency was divided into 
| four teams. these teams wrote 
| nearly one-half entire volume 
and one of the largest producers on 


One ot 


of the 


| that team was a man of 85 years of age 
Although many policies were rushed 
| through in order to bring them into the 


December believes 
equally 


the 
record will be 


total, 
January 


agency 


| that its 


Fraternal to Pay 73'4 Percent 
New York Depart 


which for n has been 


Bene- 


Insurances 


onfths past 


| he 
rent, 


ficiary Association of Syracuse, a fra 
ternal organization, recommends a fut 
| ther and final payment of 13% percent 
to beneficiaries which, in addition to 
60 percent already granted, will make 


payment of seventy-three 
The business of the 


a complete 
and a half 


issociation was 


percent 
reinsured in the 


can Insurance Union over a year ago 
bv order of then Superintendent of Ih 
surance Jesse S. Phillips. 
Pickering in New Deal 

Richard H. Pickering has resigned 

1s a member of the Chicago local 

} agency of Bowes. Merrick & Picker 
ing, and will become a general insur- 

ance broker in Chicago. Mr. Pickering 
will open an independent office for the 


handling of all lines of insurance. Be- 
fore going with the Bowes, Merrick & 
Pickering agency. Mr. Pickering was 
general agent in Chicago of the Equi- 
table Life Chicago. He is well 
knon to life men. 


ot 


insurance 








Ameri- | 





1922 


January 5, 


OPENS UP NEW FIELD 


GETTING RAILROADS’ GROUPS 


The Erie and the Delaware & Hudson 
Cover All Employees—Pay Part 
of Additional 








HARTFORD, CONN. Jan. 4.— 
Announcement has been made by the 
Erie railroad to its 30,000 shop and 
train service employees that beginning 
Jan. 1 all of them were insured under a 
group policy. The cove split 
evenl between the Aet this 
city and the Met ylit New 
York. The total amount of ir nce is 
about $40,000,000 

This announcement was followed by 
a similar one from the Tr lers. The 
Travelers has insured all the clerical 
employees of the Erie fo total cov- 
erage of $12,000,000 to cover about 
15,000 persons. 

The benefits will apply to those eligi- 
le employees who have had two ye s 
or more service. Practi Iw all 1 1 on 
the Erie road are covered by the policy 
which does not require medical ex 
amination and pays the total amount of 
the insurance to any emplovee who is 
totally disabled before reaching the age 
of 60. 

The Delaware & Huds Railroad 
has also taken a group | policy on 
all of its employees. The Delaware & 
Hudson has taken out a group policy, 
covering life and peri ( disability 
insurance for evervone who has been 
on its pavroll six months or mort 
Policies of $500 and $250 were written 
There is also a provisio or the em- 
ployees to tak« tt man 1 of $5,- 
000 each, the company t ) part of 
the additional premium and the men the 
remainder These policies are looked 
on as the forerunner ¢ oe 1 group 


; eo. 
underwriting 


Automobile Deaths Numerous 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 








H. H. STEELE, F.L. CONKLIN, 


resident Secretary 

Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 
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NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 


An Exclusive Life Reinsurance Company 





Policy Literature, Rate Books, etc. Supplementing the ‘‘Unique Manual-Digest”’ 
and “‘LittleGem,”’ Published Annuallyin May. PRICE, $3.50 and $2.00 respectively 











’ 
YaUuWY YaNy A) A > Y 
IT GETS OUT AGENT’S MANUAL Continental Life of Washington | THE REINSURANCE LIFE COMI ANY 
Connecticut General Life Announces | ? ro which has heretofore confined its| OF AM ERICA 











. business to colored industrial lines 
Some New Features in the has now opened an ordinary ‘branch has - eo 
Way of Contracts issued its rate book and policies. The| DES MOINES, IOWA. 
s following.are the rates on the different | 
i “: : - forms at age 35 Ordinary, $22.09; ten | 
ihe (¢ onnecticut General has gotten payment life, $49.46; fifteen payment - 
out a new agent's manual, which is in | life, $36.50; twenty payment life, $30.91; Prompt Service Fall Coverage 
loose leaf form and comprises some 800 | ten year endowment, $94.56; fifteen year 
ages “he : . : : lete | endowment, $60.39; tw ty year r v- M 
pages. The manual contains complete mrenamn. 900. twenty year endow Attractive Contracts 
premiums for three liberal disability | ™emt, $43.87 rhe company issues both 
plans covering any permanent or total “egy and permanent disability and dou- 
Teer ie . ) unity t also issues policies 
disability occurring before age 60, with e indemnity. It also issues policies 
onal . on colored risks, for which the rates at 
various options. It also contains com- » _ } “ie 
: sot ; , i vig thts - | age 35 are as follows Fifteen payment 
plete premiums and values for income | jife, $46.90; twenty payment life, $39.29; 





insurance which has the feature of a| fifteen year endowmen, $69.42; twenty 


special combination of insurance for the | year endowment, $51.66 ele ee 

beneficiary and a life income to the in- pA ea I 

sured, which is an old form. A new . : ore an on 0 cies OW nl orce 
form is that of $10 per month for the Guardian Life 


insured. Heretofore the insured has The Guardian Life of New York an- 7 = . 
been guaranteed a monthly income of | M©unces that no later than Feb. 1 the| Only four other life insurance companies in America have more 


$10 but the beneficiary has usually re- | "®W addition of the company’s” regular policy contracts in force than this company. A study of the 
ceived a lump sum of $1,000. The com- | P®licy contract will be ready. The com-| following growth in ten years is invited: 
: F , 2 ; pany is planning a sweeping liberaliza- | 
pany now also offers an attractive series | 4j, n of the disability and double indem-| J 1, 1911 J 1,1 J 
. : - ay , . an. 1, an. 1, 1916 an. 1, 1921 


of income bonds, for the prospect who | nity provisions to take effect the same } 


fe me Sat he anode no further ee es time. The new disability clause will pro- | Assets $ 5,614,764 $10,279,663 $ 22,885,957 

or who cannot obtain insurance. WO | vide for total disability to become per-| 2 ae . 

new non-cancellable disability policies | manent after three months. Under this| Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


are now announced to supplement the | new provision the disability annuity in 


disability benefits attainable with life in- | the case of endowment policies will be , on% , . . 
surance. One of these covers total dis- — — the nee tiene = the Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
. e sured instead ot ceasing upon 1@ matur- 


ability after a waiting period of three | i. or the contract. The double indem-|} West Virginia, Pennsylvania, Michigan, Illinois and Missouri. 
months, the other aiter _two weeks. nity provision will be extended for the 
[hese are written with life insurance. | entire life of policy instead of ceasing | ° 

It is also putting outa new torm ot em- at age sixty-five, with no increase in pre- e estern an ll ern ] e nsurance 
ployee’s insurance giving complete pro- | miums for the continuous payment forms | ° 


tection to each individual under a defin- | of contracts. In cases where the clause W. J. WILLIAMS, President CINCINNATI, OHIO 


ite formula determined by the employer. | is made retroactive, a slight additional 


premium will be required to cover the Organized February 23 1888 
, , 




















. . . additional hazard, as well as evidence of 
Conservative Life of Indiana “sere _ 
The Conservative Life of South Bend —_— 
is putting on the market a new line of International Life | 





monthly premium policies with new | 
rates These take the place of the for- Leading policy contracts of the Inter-| 
mer rates in the old rate book under | mational Life appear in a new dress on 
- Adult,” Table A, and “Monthly Premium | raiment embracing these features 

Department,” Adult Table B, and (1) In limited payment life poli ies | 

Table C. These policies, the same as| no longer to be limited to the premium In the State of M 

the old policies, are in full benefit from | paying period of the policy, nor is it lim- on t a n a 

cash loans, extended insurance and paid- | occurrence of accidental death ° ° ° e,2 ° 

up values after three years, with a loan (2) In limited payment life policies permanent business can be established is waiting for the right man. 

the purpose of paying premium only tinue beyond the premium paying period 

They also carry the double indemnity | of the policy except that claims are not| OF INSURANCE IN FORCE 

for total and permanent disability, with | after six. If the insured escapes total] 
a payment of one-half the foce of the , permanent disability the disability clause Th Mi M | Li 

balance ‘at | terminates at age sixty and the pre-| e Minnesota Mutual Life Insurance Co. 


the heading of “Monthly Premium | the first of the year It is an improved 
“Monthly Premium Department,” Adult | the additional accidental death benefit is} Two General Agency Openings 

pa cally ae Pac Alneageal pared paren hacelellyn foo + Ra Thon nn gual A splendid direct Home Office contract under which a profitable and 
the purpose of paying premium only. | tinue beyond the premium paying 5 srod| THE COMPANY NOW HAS MORE THAN $76,000,000 
feature, the waiver of premium clause | allowable for the occurrence of disability | : . 

policy immediately and the lance age 











death, mium is correspondingly reduced. 
| (3) The income provisions are pay-| ST. PAUL, MINNESOTA 
|} able for any number of years, from four 
Maryland Assurance to thirty in equal annual or monthly in- | 
stallments The new provision for the} 





The Maryland Assurance has gotten 
out a revised edition of its rate bool 
and manual. Its limits on one life have 
been increased. On applicants between | 
the ages of 25 and 50 the Maryland can 
issue up to $35,000. The limit for dis- 
ability benefit providing for the waiver 
of premiums and for monthly income in 
payments has been more than doubled 
and is now $25,000. The limit for double | of a policy left with the company as a 
indemnity coverage has been increased | trust, increasing the amounts of install-| 


four year period adapts the policies to} 

the requirements of educational insur- | 

ance The proceeds may be left in trust} : \ \ 

and payable at a designated tims install- | 

ments over a period of four years for| 

educational purposes | 
(4) Provision is made for payment of 

excess interest earnings on the ae on a 





am 


Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 











50 percent and is now $15,000. The rates | ments payable 
for disability benefits providing for the (5) In the twenty paym< nt Ld spe | i / || HARRY a SEAY, President 
waiver of premium in the event of total | cial combination policy the accelerativ« j/! it} 

and permanent disability has been re-| endowment feature is continued and in| — 

duced. The rate for disability benefits | addition there is provision for shorten- | 

providing not only for waiver of pre-| ing the term of premium payments by} 


miums but payment to the policyholder | application of dividend accumulation and 


on annuity remain about the same: but | cash values for the purpose of purchas- 
the amount of the annuity has been in-/| ing a policy fully paid up for life before | 
creased from $100 a year, which is $8.33 | the end of the twenty year premium pay- 


The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 

















a month to $120 a year or $10 a month ing period. The Security of the Old Line 
The Economy of the Fraternal 
' | Pe OUR We have a contract for you under which your SENS CHM, CHR Oy etnene eS ee ee, Ser toms 
One ERVICE income will be limited only by your activities WM. MONTGOMERY, President and Gen. Mer. 
A REAL PROPOSITION FOR A REAL MAN New Masonic Temple Washington, D. C. 
DETROIT 

FEDERAL CASUALTY COMPANY, ficiiin ——— —=_ 

Cash Capital, $200,000.00 V. D. CLIFF, President Life ' ~ Supt $1.00. The | 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 

THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 


Home Office, United Life Building Concord, New Hampshire 








“SAFE AS A GOVERNMENT BOND 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT«“c MONTHLY INCOME INSURANCE.®: 
FOR FACTS 





jaan LATEST POLICIES AND AGENCY CONTRACT 
Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus 








Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 











HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 








‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Thomas F. Daly, President 
Denver, Colorado 











CONTRACT DIRECT WITH HOME OFFICE 


Open for Several Cities and Districts in 


INDIANA, ILLINOIS, MICHIGAN, TEXAS and FLORIDA 


Indianapolis Life Insurance Company 
Apply to FRANK P. MANLY, President 
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KANSAS CITY AGENCY CHANGE 





Cc. D. Mill of New England Mutual 
Forms Partnership of Mill, 
Gentry & Mill 





The Kansas City agency of the New 
England Life, which has been continu- 
ously under the charge of Charles D. 
Mill for 34 years, has been re-organized 
by adding two new members. These are 
Earl B. Mill, the son of C. D. Mill, and 
W. Frank Gentry, who has been with 
the agency since 1900. The name of the 
management of the agency will be Mill, 
Gentry & Mill. 

The Kansas City agency is the oldest 
agency in the city under the continuous 
management of one man. Charles D. 
Mill has_been with the company for 40 
years. 

Mr. Gentry has been for five years 
the secretary of the City Club, but has 
resigned to give more attention to the 
interests of the firm. During the five 
years in which Mr. Gentry was secre- 
tary, the membership of the club in- 
creased from 600 to 2,000. 


TEXAS AGENCY REORGANIZED 











Volunteer State Life Announces 
Changes in Its Branch Office at 
Houston, Tex. 





Minor Morton, vice-president and 
agency manager of the Volunteer State 
Life, announces a re-organization of the 
company’s South Texas agency. 

J. M. Minton, who for the past two 
years has been superintendent of agents 
for the company at its branch office in 
Houston, has been made manager, and 
will continue to have headquarters at 
Houston. 

Clifford G. Hall, who has been a spe- 
cial agent for the same length of time at 
Port Arthur, has been put in charge of 
the extreme southern section of the 
state, of which he will be manager, with 
headquarters at Port Arthur. Both 
Messrs. Minton and Hall were agents 
under the late W. R. Ellis, who for 
nine years was the company’s manager 
at Houston. 

Miss Mabel V. Allebach, for many 
years cashier at Houston, will continue 
in this capacity, looking after the com- 
peny’s renewal interests. Business for 
both the Houston and Port Arthur of- 
fices will be cleared through the branch 
office at Houston, which will be con- 
tinued under Miss Allebach. 





Federal Securities Company 


The Continental Life of Wilmington, 
Del., through its agency manager, 
James A. Fulton has recently appointed 
the Federal Securities Company of 
Wheeling, W. Va., as general agents for 


“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 


Arnal? 





Tnaurance Company 


Home Office, Madison, Wis. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


——— ¢ 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 











several counties in that state. The per- 
sonnel of the Federal Securities Com- 
pany is comprised of several insurance | 
men, two of which are former life pro- 
ducers. T. O’Donnell is the manager 
and at one time represented the Pru- 
dential Life, having made a splendid 
record. 





J. A. Mathias and P. W. Smith 


The Volunteer State Life of Chatta- 
nooga, Tenn., announces the appoint- 
ment of two new managers, John A. 
Mathias, for the northeastern portion of 
Texas, with headquarters at Gilmer, 
Texas, and P. Willard Smith, for north- 
western Ohio, with headquarters at 
Cleveland, O. 

Mr. Mathias is a seasoned and suc- 
cessful life insurance man. He entered 
the business about seven years ago as 
general agents for the Southwestern 
Life of Dallas, and has been continu- 
ously in the service of that company 
since. He is one of the company’s 
largest producers, having qualified for 








membership in the Agents’ Club for the 


Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 





LOUIS H. KOCH, President 


National American 


Life Insurance Co. 
Burlington, Iowa 
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last five years. During 1920, his per- 
scnal production consisted of 377 ap- 
plications aggregating $768,000 insur- 
ance. He enjoys a wide acquaintance- 
ship in northeast Texas. He is a native 
of that state and has spent his entire 
life there. He is prominent in social 
and civic affairs, and is a Royal Arch 
Mason. 

Mr. Smith has had no previous ex- 
perience in the life insurance business. 
However, he has been very successful 
as a salesman of securities. He has 
lived in Cleveland for many years, 
where he has numerous friends. He 
has just completed a course in life in- 
surance salesmanship at Carnegie, 
graduating with distinction. 


Guardian Life Appointments 
L. b. Newton, district manager of 
the Guardian Life of New York at Ft. 
Smith, Ark., has been appointed man- 


ager of the Omaha, Neb., agency. He is 
regarded as a very capable man. 
E. A. Stevens has been appointed 


manager of the Guardian Life at Rich- 
mond, Va. He is a graduate of Wil- 
liam and Mary College and has been a 
life insurance man at Norfolk, Va. He 
kas ranked high as a personal producer. 


George W. Harding 


George W. Harding, who has been 
field superintendent of the Northwestern 
Mutual Life at Kewanee, IIl., has been 
appointed general agent of the Equitable 
Life of Iowa at Davenport, Ia. Mr. 
Harding will become a partner in the 
firm of Peterson & Smith, and the 
name of the general agency has been 
changed to Peterson, Smith and Hard- 
ing. 





E. A. Stephens 


Ennolds A. Stephens, formerly with 
the Norfolk office of the Pacific Mutual, 
assumed the duties of manager of the 
Guardian Life for Northern Virginia 
with Richmond headquarters Jan. 1. | 
He succeeds James W. Graves, who has 
been connected with the Guardian Life 
for 20 years. Mr. Graves will continue 
with the company as a special repre- | 
sentative in Richmond. 


Grover T. Sexton 


Maj. Grover T. Sexton, who joined 
the Security Mutual of Binghamton, 
N. Y., as state manager in Wisconsin, 
after resigning from the department of 
war risk insurance at Washington early 
in 1921, will leave Milwaukee shortly to 
join the Chicago forces of the Security 
Mutual. No announcement is yet avail- 
able as to who will succeed as manager 
of the Wisconsin headquarters. 


F. E. Hammer and B. C. Fenwick 


Frank E. Hammer, for more than 30 
years general agent for the John Han- 
cock Mutual at Philadelphia, has re- 
signed and has been succeeded by B. C. 
Fenwick, who was formerly with the 
John Hancock Mutual at Newark, N. J. | 


| 


| dinner given by the company at 


| with the company 23 


Mr. Hammer will continue with the 
agency as a special representative. 

Mr. Fenwick, the new general agent, 
has been connected with the John Han- 
cock since 1903. He began in that year 
at Washington, D. C., in the sub-agency 
under E. J. Clark, of Baltimore. He 
was then associated with W. A. White, 
under the firm name of White & Fen- 
wick. In 1906 this firm was appointed 
general agent of the company at New- 
ark, N. J. Mr. Fenwick now moves to 
the Philadelphia agency and Mr. White 
remains the company’s general agent 
in Newark. 


E, A, Griffith 


E. A. Griffith, formerly with the Mutual 
Life of Columbus, O., has been appointed 
agency manager of the Bankers Life of 
lowa for eastern Pennsylvania, with 
headquarters at Philadelphia 








WITH INDUSTRIAL MEN | 

















John Hancock Changes 





The following named have been pro- 
moted from the agency ranks to assist- 
ants in the districts of their service 

Andrew Mack,, New York No, 2, and 
John F. Houlihan, Detroit No, 2. Gilbert 
F. Vogel is promoted from agent at St 
Louis 2 to assistant at St. Louis 1, and 
Adolph Frank, from agent at Brooklyn 1 
to assistant superintendent at Bayonne, 
N. J. 

Assistant 


transferred are Walter Mid- 


dleton, from Bayonne to St. Louis 
Louis S. Silverman, from Bayonne to 
Greenville (detached office), Paul L. 


Goeppner, from Toledo to Pittsburgh 2. 

Other changes are Thomas R, Roberts, 
from application inspector and claim ad- 
juster to assistant-at-large at Cleveland 
1; Clarence Falconer, from home office 
inspcetor to assistant superintendent at 
Pittsburgh 2 


Public Savings Evansville Meeting 


District superintendents and agents of 
the Public Savings attended the annual 
Evans- 
vile, Ind., Dec. 30. The address of wel- 
come was given by W,. T. Graves, man- 
ager of the Evansville district, with the 
response by Thomas C. May, manager of 
the Terre Haute district. The com- 
pany’s progress was discussed by Charles 
W. Folz, secretary-treasurer of the com- 
pany. L. W. Throckmorton, superintend- 
ent, spoke on “The Field.” “The Debit 
Man,” by John D. Sadler, agent of the 
company, and a talk on “Prospects for 








1922,” by Charles B. Rudd, Evansville 
manager of the Guardian Life of New 
York, completed the program 


Superintendents Take Position 
Rollin E. Allen, assistant superintend- 
ent of Cincinnati No. 1 of the Prudential 
has taken his new position as superin- | 
tendent in Covington, Ky. He has been 
years and during 
all that time has been in the service at | 


BY 


Cincinnati, starting in 1898 as cashier in 


No. 3. He became an agent in No, 1, Feb. 
3, 1903, and later was advanced to an 
| assistancy. 

special assistant at 





Charles I. Craig, 








Home Offices; 





The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity | 


It Issues 


| 
POLICIES THAT ATTRACT | 
| 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Wichita, Kansas 


























The Prudential Insurance Company of America 
Forrest F. Dryden, President 





STRENGTH OF [(' 


GIBRALTAR 


Incorporated under the Laws of the State of New Jersey 


Home Office, Newark, N. J. 

















Join the Merry Procession NOW 


r j MHE band wagon continues its merry way. 





Thoughtful agents 


are attracted daily by the Columbus Mutual Life system, which 
offers life agents greater opportunities than were ever presented 


to them before. Perfected 


incentive. 


the Columbus Mutual many more agents. 


policies are easy to sell. 


Endowment policies constitute the latest 


Inquiries concerning these are pouring in and bringing to 


Perfected Endowment 


During one recent month, twenty-five additional agents began sell- 


ing Columbus Mutual insurance in one city alone. 


agents are two just of age. 


worked for rival companies many years. 
ing producer of a leading company. 


Among other new 
Their fathers, both general agents, have 
One long has been the lead- 
Wisdom, experience and affection 


dictated the choice by these fathers of the Columbus Mutual for their 
boys, just beginning to solicit. 

In October the Company's production nearly equalled the gain for 
the entire twelve months of 1918. 

If you think of a change in connections, write your name and ad- 
dress in the margin and send to the Columbus Mutual Life, Columbus, 


Ohio, at once. 


You cheat yourself by even one day's delay. 











National 


Underwriter Want Ads 


Produce 
Results 


One Inch, One Column wide one time $3.75 
Write, Wire or Phone to 


The National Underwriter, 1362 Ins, Exch. 


Phone Wabash 2704 


CHICAGO 




















1922 will be a Big Year for Guardian Agents 


New features of Agency co-operation and policy improvements 
equip Guardian field men for unsurpassed production. 
1. Educational Course—A complete and original Agents’ Training 
Course for new and old agents. 


2. Advertising Helps—In addition to a successfully established 
PROSPECT BUREAU, the Company now furnishes its representatives 
a wide variety of advertising novelties on the merit basis. 


3. New Policy Forms—Increasing the salability of our contracts. 


4. Sweeping Liberalization of Disability and Double Indem- 
nity provisions—Double Indemnity will be issued for the entire life of 
policy contract. ‘Total Disability will be presumed to be permanent 
when it has existed continuously for three months, irrespective of its cause. 

For information] regarding the opportunities in our agency force, address: 


T. LOUIS HANSEN, Vice-President, or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 


Home Office 50 Union Square, New York 











WANTED 
| WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
The proposition we 











policies to the public. 


offer is unusual. Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 


} Gary, Indiana 
WILBUR WYNANT, President 
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Denver, Colo., has taken his new position 
as superintendent of the new Pasadena, 
Cal., district. Mr. Craig entered the Pru- 


dential service March 17, 1910, as agent 
in Indianapolis No. 2 He became an as- 
sistant there but joined the Denver or- 
ganization Jan. 1, 1917, on account of ill 


health, becoming assistant and later spe- 
cial assistant. 





LOCAL ASSOCIATIONS 











time 
life 


San Francisco, Cal.—For the first 
since Thrift Week was started the 
insurance men of San Francisco are tak- 
ing an active part and plan to put over 
a fine program, especially for Life Insur- 
ance Day. E. J. Thomas of the North- 
western Mutual Life has charge of the 
arrangements and is making appoint- 
ments with the various civic organiza- 
tions for speakers who will talk on life 
and thrift. It is also planned 
to distribute a large number of adver- 
tising posters about the city and to hold 
an essay contest for the school children 
of the city 

> > * 

Norfolk, Neb.—At the last meeting of 
the Norfolk association it was decided 
to change the meeting day to Monday 
instead of Friday. Future meetings will 
probably be on the first Monday of each 
month, although the January meeting 
will be on Jan. 9. At the last 
M. H. Beck of Sioux City, agency direc- 
tor for the New York Life; was the 
principal speaker, taking his subject 
“How to Write Business.” There were 
also talks from Arthur Pilger of Stan- 
ton, Neb., and Dr. Baker, chief medical 
examiner of the Elkhorn Life. 


as 


>. > > 


Kansas City—At a recent meeting of 
the executive committee of the Kansas 
City association it was agreed that it 


would recommend to the organization an- 


other Sales Congress, modeled on the 
one held here last May. It is thought 
advisable to hold the congress earlier 


this year—probably in March. A ques- 
tionnaire has been sent out to the mem- 


bers to secure an expression of their 
views before definite action is taken. 
The Underwriters are to take action 


against a certain gentleman hailing from 
Denver, who claims to be an “Insurance 


Expert” and gives advice free to busi- 
ness men concerning their insurance 
policies. It is reported that he makes 


an abstract of the policies held and adds 
his opinion as to the value of the policy, 
and then his recommendations. Judging 
from one of the “abstracts,” it is clear 
that he is in favor of “pure” insurance, 
without any reserve features. After he 
makes his abstract he recommends some 
nine insurance companies from which 
the insured can buy insurance which 
will come up to the ideals of the “ex- 
pert.” Looked at without prejudice, it 
appears to be a clever scheme to “twist” 
the policies held by the insured. The 
underwriters are following him and will 


take such steps as the full facts justify. | combination. 
the TIONAL UNDERWRITER COMPANY. 


The association will soon have 


meeting | 


January 5, 1922 
privilege of hearing Darby A. Day, but 
the exact date has not been fixed. Sec- 
retary Myers of the association has re- 
ceived word to that effect. 

. > > 
Omaha—The following officers for the 
Omaha association were elected: Presi- 


dent, Robert T 
Mutual; vice-president, S. W. Townsend, 
Mutual Life of New York: treasurer, 
Charles A, ‘e, Provident Life & Trust; 
Secretary, R. W. Gentzler, Prairie Life 
of Omaha; national committeeman, H. O. 
Wilhelm, Northwestern National. 
Omaha association has’ increased 
membership during 1921, 50 percent 
accomplished much in building up a 
of freindship among life insurance 
men and have done much publicity and 
educational work for legal reserve busi- 
ness. 


Burns, Northwestern 


> . . 


Ia.—The committee from 
Underwriters designated 
the proposition of putting 
life insurance into either Drake or Des 
Moines University has decided to pre- 
sent a favorable report. Approximately 
$36,000 will be required to establish the 
chair and investigation is necessary to 
determine how this can be raised. M. M 
Deming, secretary, written to other 


Des Moines, 
the lowa Life 
to investigate 


has 


schools for full information and has ar- 
ranged for a representative of the Car- 
negie school to visit Des Moines and ad- 


dress the life underwriters on the subject 
some time soon. Henry S. Nollen of the 
Equitable of Iowa is chairman of the 
committee in charge 


Cleveland, 0.—At the January luncheon 
meeting of the Cleveland association, to 
be held Friday noon, Charles F. Coffin, 
vice-president and general manager of 
the State Life of Indianapolis, has been 
secured to speak. This will be the first 
meeting under the leadership of Walter 
H, grown, who was recently elected 
president. 





NEWS OF COMPANIES | 











United Fidelity Tex.—lIt 
issued its first policy Dec. 10, 1920. It 
issued since that time $5,750,000, 
business all in Texas, covering 2,300 poli- 
cies. It now occupies its own 10-story 
building in Dallas. 


Life, Dallas, 


has 


Farmers National Life, Chicago — It 
closed the year with $22,383,540 in force. 
This is a gain of about $4,000,000 over 
the year previous. The company made a 
small gain in surplus. The showing is 
interesting because the Farmers National 
Life does almost exclusively a farm busi- 
ness. 





The Imsurance Salesman, monthly, a 
great life agents’ educational magazine; 
over 20,000 subscribers, 52 pages a month, 
all life insurance, $2, or $4.50 for the Na- 
tional Underwriter and the Salesman in 
Subscribe today. THE NA- 














The 
Ouio Nationat Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY, 


Secretary. 








HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company. issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary games contain a valuable Disability clause and are guaranteed 
by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 








| BASIL S. WALSH, Pres. JOSEPH L.DURKIN,Secy. JOHN J. GALLAGHER, Treas. Z 





| 





perience. 


ance with Mutual Benefit practice. 


The Mutual Benefit Lite Insurance Company 
of NEWARK, NEW JERSEY 
was organized in 1845 and holds a perpetual charter 


"PTHE policy forms of the Company have been 
evolved froma long and carefully observed ex- 
he idea conveyed 
MUTUAL BENEFIT— ‘<The good of the whole 
applied to the affairs of each one’’- 
guiding principle for seventy-seven years in draft- 
ing the terms of Mutual Benefit policy contracts. 
It has been emphasized anew in the 1922 policy 
contract now offered which gives maximum in- 
surance service for minimum outlay. 


Besides, the new privileges have been extended to old policyholders in accord- 


by the words 


has been the 
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ANOTHER FOR DALLAS 


JALONICK WILL START SOON 





New Texas Company Expected to Be 
_ Ready for Active Operations 
About February 1 





DALLAS, TEX., Jan. 3.—Dallas is to 
have a new life insurance company in 
the next few months. The capital 
stock will be $250,000 and the surplus 
$150,000. George Jalonick, Sr., will be 
president of the new company. it was 
announced this week. 

Plans for the organization of the 
company were perfected some time 
ago and most of the stock has been 
sold . It was said the remainder of the 
stock will be disposed of immediately 
and that then a board of directors will 
be named and officers formally elected. 
It is said practically all the stock will 
be owned by Dallas business men. It 


is believed the new_company will be 
writing business by Feb. 1. 
Headquarters for the new company 


will be in the Republic Fire Insurance 
Company building in Highland Park. 
The two companies will have no co.- 
nection other than being housed in the 
same building. 

Announcement was made that the 
company will write all kinds of life in- 
surance and health and accident busi- 
ness. It is planned that with the com- 
pany organized and writing business, 
to establish agencies in every part of 
the state. 

Mr. Jalonick is recognized as one of 
the best insurance men in the southwest 
and the new company expects to be- 
come to life insurance what the Re- 
public has to the fire business. 

It is said that while the company is 
yet in the course of formation, a nice 
volume of business has been lined up 
and will be written immediately after 
organizaticn. 


Annual Meeting of Agents 


The Business Men’s Assurance will 
have its annual meeting of its agents 
at the home office in Kansas City Jan- 
uary 4-6, and expects to have about a 
hundred men present. Those who be- 
long to the 1,000 club will have their 
expenses paid by the company. Some 
changes in policy forms will be an- 
nounced at the meeting, and plans for 
setting a new record will be worked out 
for 1922. 

When the agents gather they will find 
that the company has provided a meet- 
ing place on the fourth floor of the 
Gates building, the sixth floor of which 
is occupied by the company. There will 
also be a number of offices there, and 
a woman’s rest room, and a dining room 
for officers’ luncheons. The sixth floor 
is being reconstructed, and the fourth 
floor fitted up, one-half of which is to 
be occupied by the company. 


Scott Joins Lincoln National 


Alexander Watson Scott, who has 
been at the home office of the Aetna 
Life for the past three years, has re- 
signed to go with the Lincoln National 
Life. Mr. Scott has for some time been 
connected with the new policy division 
‘of the Aetna, but formerly was with the 
extension division. He will take up his 
new duties Jan. 16, under the direction 
of another olny Aetna man, G. R. 
Savage, who has been connected with 
the Lincoln Life since September of 
this year as inspection supervisor. 


Lincoln National’s Year 


The Lincoln National Life reports 
paid for new business in 1920 was 
$68,300,000, and paid for new business 
in 1921, $79,000,000. Insurance in force 
is $198,000,000, representing a gain of 
$31,000,000. Its assets are $12,800,000. 
Tts paid for business in December was 
$15,250,000, the largest month in the 
company. Its mortality during 1921 
was considerably lower than in 1920. 





DETROIT LIFE SAVINGS PLAN 


Will Operate in Connection With 
Building and Loan Association 
in Michigan 





DETROIT, MICH., Jan. 3.—The 
Detroit & Northern Michigan Building 
& Loan Association has completed ar- 
rangements with the Detroit Life for 
the inauguration of a “secured sys- 
tematic savings plan.” Under the plan 
subscribers to the new issue of the 
building and loan stock have the op- 
portunity of including a life insurance 
contract which makes it certain that 
their definite savings object will be at- 
tained even if the subscriber should 
have the misfortune to come to an 
untimely demise after the first payment 
is made. 

The Detroit Life operates the plan 
in connection with a number of Michi- 
gan banking institutions, it is said. 

Charles D. Hanchette, secretary of 
the building and loan association, states 
that an extensive advertising campaign 
will be carried out in the daily papers 
to put the plan over. 


Business Men’s Big Year 


W. T. Grant, vice-president of the 
Busine ss Men’s Assurance, had a birth- 
day in November, and the force cele- 
brated it by writing a record month’s 
business. The B. M. A. A. force has a 
way of breaking records. There has 
never been a year in the history of the 
company that has not been a record 
year, and each one has been better than 
the last. An an indication of the way 
the business has grown, the following 
figures for November for three years 
are given: In 1919 there were a 
tions written to the number of 6,503; 
1920, there were 9,403; in 1921, hon 
were 10,705. The applications for the 
first eleven months of these years were: 
In 1919, 62,828; in 1920, 88,034; in 1921, 
93,717. The company set for its objec- 
tive for 1921, business measured by 
100,000 points, which was considerable 
more in volume than in any previous 
year. This objective has already been 
passed. One of the interesting facts 
in the returns is that where the com- 
pany figured that it would be able to 
reach 80,000 points in accident and 
health insurance, and 20,000 points in 
life insurance, the returns show 90,000 
points in accident and health, and only 
10,000 points in life. This is true in 
spite of the fact that the November 
business in life was nearly double that 
of October, and 50 percent above that 
of any other month of the year. 


Equitable Sells Groups 


The Equitable Life of New York, has 
closed group insurance contracts 
through its Kansas City branch during 
the holidays, the policies to be given 
by the companies as Christmas pres- 
ents, with the following firms: The 
Barrick Publishing Company, the pub- 
lishers of The Packer; the J. C. Nichols 
Tavestment Company, and the Drovers 
National Bank. The first of these was 
for a straight $1,000 to each employee, 
while in the case of the others, the 
amount varied with the term of service, 
ranging from $500 to $2,000, and based 
on the length of the time of service. 


Now in Temporary Quarters 


The Western Life of Des Moines is 
temporarily located at 605 Sixth avenue 
in Des Moines on the first floor of the 
Victoria Hotel building following the 
burning of its home office building, 
Christmas eve. The vaults and safes 
have been opened, and all policy cards, 
records and general books of record 
have been found undamaged. All se- 
curities deposited in fire proof vaults 
were undamaged. The principal loss 
occurred to furniture, fixtures and 
correspondence files. This, of course, 
will cause some confusion for the time 
being. 





HELPS AGENT’S RECORD 


LINK “NON-CAN” WITH LIFE 


Kansas City Agent Comments on Value 
of New Disability Form in 
Building Sales 


“Our ‘non-can’ policy has been our 
big seller during the year, and it has 
opened up the way to do our best year 
in life insurance,” said R. J. Wetzel, 
who has been manager of the Pacific 
Mutual in Kansas City for the year, and 
who has made a record for his company 
in this field. He has found the non- 
cancellable feature very much desired 
by men who have large responsibilities, 
and has been able through his agency 
to place a number of policies up to the 
limit—$1,000 a month while that was 
permissible, and $500 a month since the 
reduction in September. The news- 
paper advertising campaign which he 
has carried on has secured the leads, 
which have yielded large returns, when 
they have been followed up. 

One of the features of the non-can 
business is that there is required a 
medical examination which is on the 
same plane as that for a life policy. 
The application for the non-can also fur- 
nishes the information for pushing in- 
telligently the sale of a life policy. The 
custom that has been followed success- 
fully is, when the non-can policy is de- 
livered to the purchaser, to present with 
it the life policy, based upon the medical 
examination for the non-can. It has 
been found that much more than a ma- 
jority of these policies will be accepted, 
and that the sale of the accident policy 
has opened the way to deliver the life 
policy. 


Chattanooga Companies’ Bonuses 


Employees of the Volunteer State 
Life of Chattanooga received on Christ- 

mas eve a bonus, which varied in in- 
dividual cases according to the length 
of time the employee has been in the 
company’s service. Those who had been 
connected with the company for more 
than a year received a 30 percent bonus, 
which in the case of those who had been 
connected with company for a shorter 
time was based on the period of service. 

It has been the practice of the com- 
for the last two years to pay a 


pany 
bonus, based on length of service and 
efficiency. The management stated this 
year that all clerks earned Class A 
rating. 


Provident Life & Accident of Chat- 
tanooga paid each of its employees a 
bonus of one month’s salary. On Jan. 
5, the company will tender a banquet 
to the employees. 


Illinois Life’s Good Year 


The Illinois Life announces that on 
Dec. 31. its outstanding insurance was 
more than $138,000,000, an increase of 
$10,000,000 over the previous year. Its 
admitted assets are nearly $20,000,000, 
which is an increase of about $2,000,000, 
Its income last year was $5,000,000. The 
new paid for insurance last year was 


$24,000,000. Its capital, surplus and 
special funds now amount to $3,250,000. 
This makes a very fine showing for 


the company. 


Northwestern’s New York Meeting 
A gathering of Northwestern Mutual 


Life agents was held Tuesday at the 
McAlpin Hotel, New York, with morn 
ing and afternoon sessions and a dinner 


Tuesday evening. The convention con 
tinued over Wednesday. 


Jacob Floersheim, of the Chicago 
agency of the Mutual Life, died De: 
27. He was born in Germany, Jan. 24 
1850, and prior to entering life insur- 
ance work was engaged in the whole 
sale jewelry business. He went 
the Chicago agency Feb. 27, 1914. 





DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 

men who can establish their 

capacity to pay for a reasonable 

volume of New Insurance 

regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 








A Penn Mutual Premium, less a Peon Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, ie unsurpassed 
‘or net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 
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Actuaries & Examiners 
600 Gates Building 
Kansas City, Mo. 
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In Business Since 1862 









LIFE INSURANCE ComMPANYSS> 
OF BOSTON, MASSACHUSETTS 


Insures all classes of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. Information and 

doice on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 








Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 





HOLD FARWELL FOR REMMEL 


Banquet Given to Retiring Manager of 
Mutual Life of New 


York 





Representatives of the Mutual Life 
of New York in Arkansas, numbering 
more than 50, with a number of friends | 
and business associates, participated 
Thursday evening in a farewell banquet 
given by H. L. Remmel, who on Jan. 
15 will retire as Arkansas manager of 
the company, a post he has held for the 
past 26 years without interruption. 

The banquet, which has been an an- 
nual affair under Colonel Remmel’s 
leadership for many years, resolved it- | 
self into a love feast in which his many 
business and personal virtues were ex- 
tolled and regrets voiced at his pros- 
pective retirement. 

Among those who spoke, praising 
Colonel Remmel in high terms for his 
business, political, social and religious 
activities throughout a long life in this 
community, were the Right Rev. James 
R. Winchester, bishop of the diocese of 
Arkansas; the Rev. P. C. Fletcher, 
pastor of the First M. E. Church South; 
Dr. James H. Lenow, N. B. Burrow of 
Altus, one of the oldest and best known 
figures in the Arkansas insurance field; | 
George Tilles of Fort Smith, former 
state manager of the Mutual Life; and 
many of Colonel Remmel’s associates in 
the Arkansas agency. 

A telegram was received and read 
from George T. Dexter, vice-president | 
of the Mutual Life, extending to Colonel | 
Remmel and the Little Rock Agency | 
words of appreciation. 


Murray Succeeds Thornton 


Minor Morton, vice-president and 
agency manager of the Volunteer State 
Life of Chattanooga, announces the ap- ' 
pointment of George C. Murray of | 
Chattanooga as agency secretary, ef- 
fective Jan. 1, to succeed William | 
Thornton, resigned. 

Mr. Murray has just completed the | 
course in life insurance salesmanship, | 
offered at Carnegie Institute. Prior to | 
that time, he was engaged in the auto- | 
mobile business in Chattanooga, and | 
also for a number of years was on the | 
stage. He is a native of Toronto, | 
Canada. 


Semana | 

Insures Kansas Police Force 
| 

| 


A Wichita, Kansas, dispatch states | 
that arrangements have been perfected | 
for group insurance to cover the police | 
force, providing for $3,000 life insurance 
and $20 a week health and accident | 
insurance for each man. The premium | 
funds are provided for in a $5 a month | 
increase for each officer, which was au- | 
thorized in an _ ordinance recently | 
enacted. 


Members of the agency force of the 
Central Life at Madison, Wis., were the 
guests of A. C. Larson, state manager, at 
a Christmas party. Santa Claus presented 
each employe with gifts, including a 
crisp, new bank note. 





| applications for a_ total 
| $405,000. 


SAYS PART-TIME MEN LOSE 





A. E. Myres of Phoenix Mutual Credits 
Them With Year’s Decrease in 
Life Business 





“Nineteen Twenty-One has been a 
hard year on the part-time agents,” 
said A. E. Myres, of Mapes & Myres, 
managers in Kansas City of the Phoenix 
Mutual. “Our writing for the year is 
about twenty-five per cent under what 
it was in 1920, and the loss is practically 
all with the part-time men. All of our 
full-time men have equaled the volume 
of business of the year before, and some 
of them have written even more. But 
our part-time men have all fallen short.” 

In explanation of the fact he stated 
that it was in part because the part- 
time men were writing in the country, 
where the business of all companies had 
slumped, but that it was not all in that. 
He thinks that the part-time man, when 
he found the going hard, turned to 
other things; but that the full-time man 
did not have anything else to turn to, 
and by pegging away, was able before 
the year was out, to bring up his volume 
to that of the previous year. 

He believes that when writing gets 
to be easier, the part-time man will 
again be a valuable asset to the com- 


panies, 


Printed Proceedings Out 

The printed proceedings of the fif- 
teenth annual meeting of the Associa- 
tion of Life Insurance Presidents held 
in New York, Dec. 8-9, were issued Dec. 
29, and are now being mailed. The 
book contains 214 pages, including a 
fifteen-year cumulative index. 

Included in the volume are compre- 
hensive exhibits of original statistics 
disclosing important current informa- 
tion concerning life insurance in its na- 
tional aspects. 


Celebrate “Loyalty Day” 

The San Francisco agency of the 
Equitable Life of New York celebrated 
“Loyalty Day,” Dec. 11, when every 
agent made a special effort to clean up 
outstanding prospects and unfinished 
business. Harold Casey, manager of 
the office, stated that they received 96 
volume of 
This is the largest volume of 
business ever forwarded by the San 
Francisco office in one day. 


John E. Reilly, secretary of the Old 
Line Life of Milwaukee, is reported to 
be convalescent from a severe attack of 
pneumonia which has confined him to 
his home for some days past. His con- 
dition is showing satisfactory improve- 
ment, the physicians stated. 


Fire insurance is no more necessary 
for a property than life insurance is 
for the man with a family. The one 
guarantees the mortgage, while the lat- 
ter assures the family’s future. 














‘* The Company of Co-operation”’ 
DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 


HOME OFFICE, DES MOINES «-t sa. IOWA 


————s 


TERRITORY—IOWA SOUTH DAKOTA 








1867 


RESULTS 


Sixty-nine per cent of 


For information address: 





THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 


$254,538,407.00 of Insurance in Force. _ 
62,399,248.00 New Business in 1920 (paid for) 


since organization still in force. 


1921 


OF 1920 


all business written 


Home Office, Des Moines 
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Live Wire Salesmen! 


Your Plans for 


1922-- 


What Are They? 


Write us before deciding. 





We Pay The We Have The 


Best Commissions Best Selling Policies 





Reserve Loan Life 
Insurance Company 


Indianapolis Indiana 
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